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How to give a skin Deep Beauty 


BICHROMATE, pure, dry, dust free. uniform. Used by 


more leading tanners than any other bichromate. 


The leather industry’s answer to competition is 
to bring out every jot of beauty that is in leather 
—and only in leather. Uniformly controlled 
tanning, deep and thorough, with the finest 
tanning materials is your way to bring out the 


best that’s in a hide. 


Diamond offers you: 
TANOLIN®, (five types) the one-bath chrome tan that 


produces high-quality leather. 


FAT LIQUORS, a complete line including low and 
highly sulphonated oils. 
NEUTRALIZERS, where accurate pH control is es- 
sential, ask for Diamonp Bicarbonate of Soda. 

Quick delivery from eight warehouse points; ten 
sales offices. 

Expert advice from your DiaMonp representative, 


who is trained in leather chemistry. 
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DIAMOND CHEMICALS 


FOR THE LEATHER 


INDUSTRY 


CHEMICALS 





DIAMOND ALKALI COMPANY + CLEVELAND 


14, OHIO yr” R 


























THE NEW PROCTOR 


"“SECOTHERM’” 


HOT PLATE DRYING UNIT 
FOR PASTED LEATHER 


We've been supplying equipment to the leather industry for a 
great many years, and honestly can’t remember when any- 
thing has taken hold as quickly as the new Proctor ‘‘Secotherm” 
hot plate drying unit for pasted leather. 


And little wonder. Its simplicity is amazing .. . and its perform- 
ance astounding. 


For one thing—it reduces the drying cycle to minutes instead 
of hours—for pasted side leather, calf skins, goat and sheep 
skins and splits. 


Pasted leather is “‘slicked out” against the enamelled plates 
which form both sides of this unit. Both working surfaces 
(5’8” by 11’6”) are maintained at a uniform, pre-set temperature 
by a mass of hot water contained between the two plates. Rapid 
drying is effected by conducted heat (which in no way affects 
the leather), rather than by the slower, conventional method of 
convected heat from circulated air. 


Because uniform temperature is maintained in the heated surface, 
the rate of heat transfer is uniform over the entire working area, 
resulting in the greatly reduced drying cycle. 


Although it is especially applicable to small tanneries—the unit is 
meeting with the same enthusiastic response in all sized tanneries. 





Since there are no moving parts or motors and the unit is self 
contained, the initial investment is so low that one or more 
units may be installed for experimental work or production! 


*Trade Mark and U.S. and Foreign Patents applied for. z : d aes 
Write for information today—and you'll see why this unit is the 


hottest news in the industry! 


Dryers for pasted or toggled 


PROCTOR & SCHWARTZ - INC* = ic0smn 


7th STREET & TABOR ROAD - PHILADELPHIA 20 - PA + totery spray and dryers for 


leather finishes. 


. 
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Letters toL & S 





Revelation 

Sirs: 

I’ve just finished reading your recent 
editorial, “Is Disinterest The Answer?” 

Your commendation of our School 
of Leather And Tanning Technology 
and plea for continued support of the 
tanning companies and allied trades is 
most gratifying. Our School here cer- 
tainly has excellent facilities to serve 
the industry, and it is a disappoint- 
ment that there are not more students 
enrolled. It was a revelation to me 
to learn how extensive a business the 
tanning industry actually is. It is 
even more surprising, therefore, that 
so little has been done to channel well 
qualified young men into the business. 

Pratt appreciates very much the 
support the industry has already given 
the School, especially in terms of finan- 
cial support and equipment. To jus- 
tify this now requires more support in 
the way of students. I am sure your 
fine editorial will be helpful in this re- 
spect. Thank you for having printed 
it, 

Francis H. Horn, 
President 

Pratt Institute 
Brooklyn, N. Y. 


Cowhide Leather Market 
Sirs: 

Could you send us addresses of 
leather manufacturers producing cow- 
hide leathers mainly, who would he 
interested in exporting to our market? 
We are interested preferably in those 
situated in the New York area. 

F. Plans, 
President 
Sa-Do-Ca 
Commercial Santo Domingo, C.por A. 
Apartado 744 
Ciudad Trujillo 
Dominican Republic 


(Note: Tanners interested in 
this export business may contact 
Mr. Plans directly. Ed.) 
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THE RUMPF PUBLISHING CO. 
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Coming Events 





Oct. 4-8, 1953—Advance Spring Market 
Week, sponsored by New England Shoe 
and Leather Association. Hotels Statler 
and Touraine, Boston, and member show- 
rooms. 


October 11-14, 1953 — Canadian Shoe 
& Leather Convention and Shoe Fair. Spon- 
sored by shoe manufacturers, shoe sup- 
pliers and tanners. Mount Royal Hotel, 
Montreal. 


Oct. 21, 1953—Annual Fall Meeting, Na- 
tional Hide Association. Edgewater Beach 
Hotel, Chicago, Ill. 


October 22-23, 1953—Annual Fall Meet- 
ing of Tanners’ Council of America, Edge- 
water Beach Hotel, Chicago. 


October 24, 1953—National Conference 
of Independent Shoe Retailers. Sheraton 
Hotel, Chicago, Il. 


Oct. 26-29, 1953—National Shoe Fair, 
sponsored jointly by National Shoe Manu- 
facturers Association and National Shoe 
Retailers Association at the Palmer House 
and other Chicago hotels. 


Nov. 29-Dec. 3, 1953—Popular Price Shoe 
Show of America showing of footwear for 
Spring and Summer 1954. Sponsored by 
National Association of Shoe Chain Stores 
and New England Shoe and Leather Asso- 
ciation. Hotels New Yorker and McAlpin, 
New York City. 


Feb. 14-16, 1954—Factory Management 
Conference. Sponsored by National Shoe 
Manufacturers Association. Netherlands 
Plaza Hotel, Cincinnati, O. 


March 1-2, 1954—Showing of American 
Leathers for Fall and Winter 1954. Spon- 
sored by Tanners’ Council of America. 
Waldorf-Astoria, New York City. 


April 25-28, 1954—St. Louis Shoe Show, 
sponsored by St. Louis Shoe Manufacturers 
Association. Leading St. Louis hotels. 


May 13-14, 1954—Annual Spring Meet- 
ing of Tanners’ Council of America. Bed- 
ford Springs Hotel, Bedford, Pa. 


Oct. 28-30, 1954—Annual Fall Meeting 
of Tanners’ Council of America. Edge- 
water Beach Hotel, Chicago. 
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For nearly half a century now, shoe manufacturers everywhere 
have come to Beckwith with their hard-to-solve box toe prob- 
lems and Beckwith has engineered the correct answers. 
Beckwith has over 70 types and weights of conformable soft, 
flexible and rigid box toe materials in thermoplastics, pyroxy- 
lins, and rubber-filled felts and flannels. ““Beckwith” means 
moulded steel safety box toes; industrial felt making, plastics 
fabrication, box toe heating equipment, and products for the 
ethical medical profession. 


OUR NEWEST LINE 
#2 WHITE 


WHITE FELT BASE WHITE FLANNEL BASE WHITE LAMINATE GREY FLANNEL BASE GREY FELT BASE GREY FELT BASE 
Wemen's & Juveniles Women’s & Juveniles Juveniles Women's & Juveniles Women's & Juveniles Men's 


/ 
BOX TOES 


Beckwith Manufacturing Company, Dover, N.H., its subsidiaries and agents: Arden-Rayshine Co. & Castex 
Laboratories, Inc., Watertown, Mass., Beckwith Mfg. Co. of Wisconsin, (Milwaukee); Beckwith Box Toe, Ltd., 
Sherbrooke P. Q., Canada, Victory Plastics Co., Hudson, Mass., Felt Process Company, Boston, Mass., Safety Box 
Toe Company, Boston, Mass. Agents: Wright-Guhman Company, St. Louis, Missouri, The Geo. A. Springmeier 
Co., Cincinnati, Ohio, Factory Supplies, Inc., Milwaukee, Wisconsin. 
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Tue great god Population has come 
to rule the thinking and planning of 
the shoe industry with an almost 
dictatorial hand. Every time a new 
group of population figures is pub- 
lished, shoe men of all types start 
counting off on their fingers, trans- 
lating the increase in people into 
increases in shoe production and 
sales. Every newborn child becomes 
not a newborn child but 3.2 pairs of 
shoes. 

Back in 1940, the Census Bureau 
calculated that by 1975 we'd have a 
population of 170 million. But by 
1952 these figures were revised to a 
figure of 190 million. And just re- 
cently the embarrassed Bureau, 
astounded by the continued high 
birth rate, again revised its calcula- 
tions, estimating that by 1975 we'll 
have a population of around 220 
million. 


700 Million Pairs 


Shoe men everywhere put their 
finger arithmetic to work, came 
up with a shoe production figure of 
over 700 million pairs for the year 
1975 (population multiplied by 3.2 
pairs per capita). 

While in one sense this rapid 
population growth and its conse- 
quent benefits to the shoe industry 
serves to encourage the outlook, in 
another it serves to subordinate 
other factors which should play an 
equally potent role in industry 
growth. If the great god Population 
is to largely dictate the growth of the 
industry, then maybe the industry 
would do better to set up shop in 
China or India where the populations 
run close to 500 million souls. 

There’s no denying the. historic 
parallel between population and shoe 
production. However, there’s also no 
denying that population alone is not 
the governing factor in how many 
pairs of shoes we shall make and sell 
in a given year. 


6 


Every time a child is born we translate it into 3.2 


pairs of shoes. We’ve come to rely on population 


expansion for industry growth. But it’s time to 


realize that 


POPULATION ISN'T THE ANSWER 


The industry abides by a common 
denominator: an “average” of 3.2 
pairs per capita. But, ironically, no 
single shoe group in the business— 
men’s, women’s, misses’ and chil- 
dren’s, etc.—shows a per capita fig- 
ure even close to that. For example, 
last year per capita production of 
women’s shoes was 4.07; men’s, 
1.80; misses’ and children’s, 4.81; 
boys’ and youths’ 1.33; infants’, 
2.19; all other, 0.37. It adds up to 
the story of the man who drowned 
in the stream whose depth “aver- 
aged” only three feet. He could wade 
in some parts, but was way over his 
head in others. 

But there’s something more impor- 
tant. The industry’s tendency to 
stick to that static “average” figure 
of 3.2 pairs is becoming increasingly 
self-contradictory. For example, for 
many years prior to 1935, women’s 
per capita shoe production was 
around three pairs. From 1935 to 
1945 it rose to an average of about 
3.65 pairs. And for the past seven 
years it has averaged around four 
pairs annually. 

A parallel situation has existed 
with misses’ and children’s shoes. 
For years prior to 1936 average per 
capita production for this group was 
around three pairs. Over the next 
10 years the average rose to around 
three and a half pairs. And for the 
past eight years it has averaged a 
phenomenal high of nearly five pairs. 


Population Fallacy 


All this should once and for all 
demonstrate the fallacy of abiding 
by the dictates of the great god 
Population. It should demonstrate 
that population is not a_ reliable 
measuring instrument and at best can 
be used only as a broad, general 
guide. 

Women’s shoes, for example, have 
exhibited a sharp break from the 
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traditional consumption pattern. And 
likewise misses’ and children’s shoes. 
But the most significant fact of all 
is that the industry is captain of its 
own destiny; that it need not be 
latched down to a “historic” pat- 
tern of per capita consumption; that 
by devising a fresh product backed 
by fresh merchandising strategies it 
can increase production and sales of 
footwear to a given market. 


Deceptive “Average” 


This idea of an “average” per 
capita shoe consumption is decep- 
tive. For example, figures show that 
average per capita consumption of 
footwear is around four pairs in the 
Mid-Atlantic states as compared with 
around three pairs in New England, 
two pairs in the West South Central 
states, and slightly above one pair 
in the East South Central states. This 
corresponds closely with the per 
capita income levels within those 
states’ groups. Thus population alone 
isn’t the answer. Here it’s population 
plus income. 

Nor is income alone the answer. 
The medium-income office secretary 
in Atlanta buys more pairs than the 
wife of a well-to-do farmer in pros- 
perous Ohio. Thus occupational 
needs enter the picture. 

Various other factors play a role 
in determining per capita consump- 
tion of shoes. The important thing 
to realize is that we can’t multiply a 
person times 3.2 pairs of shoes. 

All this should indicate that the 
industry faces new marketing oppor- 
tunities to raise per capita consump- 
tion on much more than population 
growth alone. 


Reprints at nominal costs: Up to 100, 10c 
each; 200-500, 5c each; 1000-3000, 2%c each; 
5000 or over, 1%c each. 
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often mistaken for calf 


The interviewer wasn’t primed. The campus wasn’t 
primed. But the answer came out this way! 

Of the five leather swatches they saw — one calf and 
four side leathers, including GUN METAL — more students 
liked GUN METAL best of all. These students actually pre- 
ferred the GUN METAL to the calf and to every other side 
leather. 

So here’s your answer. Experts know how fine GUN METAL 
looks and works. Shoe customers at retail prefer GUN METAL. 


Take advantage of its fine appearance and quality and pro- 
mote GUN METAL yourself. There’s every competitive ad- 
vantage. Write for free swatches or see a typical side. A. C. 
Lawrence Leather Company. A Division of Swift & Com- 
pany (Inc.) Peabody, Mass. 


LAWRENCE LEATHER 
It’s naturally better 
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MERRILL WATSON: IDEAS INTO ACTION 


Except for a lucky “‘accident”? which brought him into the shoe and leather industry 

a quarter of a century ago, he might have become a Hollywood mogul. Here’s an 

inside look at the new Executive Vice President of the National Shoe Manufac- 
turers Association—his ideas, his plans, his thinking. 


Hav it not been for the matter of 
a few miles, Merrill Watson today 
might have been a movie executive 
rather than executive vice president 
of the National Shoe Manufacturers 
Association, former executive vice 
president of the Tanners’ Council of 
America and executive vice president 
of the Carpet Institute, and one of 
the leading trade association execu- 
tives in the U. S. 

It happened like this. His father, 
a New England farmer and builder, 
held great admiration for Woodrow 
Wilson. He always remembered Wil- 
son’s advice to youth: “Every young 
man planning to enter college should 
study shorthand and typewriting.” 

So before Merrill entered college 
his father sent him to business school 
—a little place called Shaw’s Business 
College, in Bangor, Maine. For two 
years he studied the basics of busi- 
ness—and at the same time became 
one of the fastest in the class at typ- 
ing and shorthand. 

or six months after graduation 

from Shaw’s he worked as an ac- 


All photoes by R. V. Hermensen 


| have no preconceived ideas on this job... 


countant. Then to Boston University, 
followed by one year in the real es- 
tate business, then to Harvard School 
of Business. All during this period 
Watson maintained his shorthand 
and typing efficiency. 

Then, upon graduating from Har- 
vard, came the big decision that was 
to determine the course of his whole 
business future. Carl Danner, head 
of American Hide and Leather Co., 
Boston, was seeking a male secretary 
and statistician. He contacted Har- 
vard Business School and Watson 
was recommended. 


But at the same time, he was ap- 
proached for the same type of job to 
serve one of the top vice-presidents 
of Fox Films. Watson, with a:,24- 
hour option on the film job, wavered. 
His decision was almost a matter of 
a coin-flip—actually a matter of 
miles. Boston had become practi- 
cally his home town. Hollywood was 
3,000 miles away. Boston won the 
decision. 

After a year or so at American 
Hide he tried his hand in the stock 
market as assistant to the president 
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of an investment company. Along 
came 1929 and changed his mind and 
he returned to Harvard as Research 
Assistant in Public Utility Manage- 
ment and from there to the Tanners’ 
Council. It was in the public utility 
field that he had his first taste of 
Market Research as he and a col- 
league rang 1,600 doorbells in a 
survey of electricity use in Pittsfield, 


Mass. 


As Watson recalled these early in- 
cidents in an interview by LEATHER 
Anp SuHoes, he leaned back in his 
chair, smiled wistfully and_ said, 
“There are times when I wonder what 
would have happened had I taken 
that job with Fox. Shoe business 
and show business — well, maybe 
there’s not so much difference after 
all.” 


There’s little doubt that had he 
gone to Hollywood he would have 
found an important niche in the film 
industry by virtue of the same ad- 
ministrative leadership which he has 
demonstrated as executive vice presi- 
dent of the top trade associations in 
leather, carpets and now shoes. 


A trade association is a small man's research department .. . 
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More effective distribution is a major target... 


Some 25 years of administrative 
work with leading trade associations 
(Watson is past president of the 
American Trade Association Execu- 
tives) has implanted one vital point 
in his mind: the necessity of seeing 
the whole picture before deciding 
upon policy and action. 

This, perhaps more than any other 
single factor symbolizes his plan of 
approach to the shoe industry and 
to his relatively new (last May) job 
with the National Shoe Manufactur- 
ers Association. 

“I’m approaching the job without 
any fixed ideas. There have been 
many changes within the last 8 years. 
I’ve thrown whatever conceptions I 
had about the shoe and leather busi- 
ness overboard. First, | want to study 
what the Association has done and 
at the same time take a new look at 
the shoe industry as it is today. J 
want to talk with retailers, manufac- 
turers, suppliers, in fact, anyone who 
will talk with me about the industry. 
I hope to visit some shoe plants and 
retail stores to see at first hand what’s 
being done at the production and 
merchandising levels. I hope this 
will give me a fresh and up-to-date 
picture of some of today’s problems. 
It should certainly help in laying 
plans for the future.” 

This walk-before-we-run _ typifies 
the man. It is one reason why, when 
he makes decisions, they are almost 
always clear-cut and definite. When 
he transfers from the walking to the 
running stage, it’s pretty certain that 
the run will be on a straight line and 
driven by great energy and enthusi- 
asm. 

Many facets of Watson’s person- 
ality typify that broad term, “confi- 


September 12, 1953 


dent leadership.” He thinks and talks 
rapidly, his ideas always clear-cut. 
Never evasive, never ducking an 
issue, he’s as quick to admit “I don’t 
know” as he is to express a positive 
opinion. This sheer honesty of ap- 
proach to any matter typifies an open 
mind, constantly exploring, con- 
stantly appraising, and always with 
the ultimate goal in mind; to gather 
in the whole picture. 

Some of Watson’s ideas on shoe 
industry matters have already begun 
to crystallize. For example, while the 
matter of increased shoe production 
and sales volume is admittedly an 
ever important problem, he sees other 
industry matters as being of perhaps 
equal importance. 

“Take the matter of better profits, 
for example,” he says. “One of the 
jobs of the Association will be to 
develop our services for members. 
Wherever these help management to 
become more efficient we should be 
making a contribution to greater 
profitability. There is no magic wand 


More consistent profits—a big job ahead 
for us... 
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The industry seems to have an inferiority complex . . 


to better profits in the shoe business 
or any other business. We have today 
a well informed management work- 
ing with certain tools. Wherever we 
can improve these tools we have made 
a contribution to management.” 

Other matters which Watson sees 
as important to manufacturers in the 
years ahead are technological devel- 
opment, improved factory business 
management, and more effective pro- 
motion and selling practices. 

He also has definite ideas concern- 
ing the development of a statistical 
or “facts and figures” program for 
the industry through the Association. 
In the seven years he headed the 
Carpet Institute he built a thorough 
statistical service that proved highly 
useful to the Institute’s members. 

“However,” Watson states, “we 
don’t intend to collect statistics just 
for the sake of having a lot of figures 
around. We plan to do something 
on a highly selective basis, filling in 
where gaps now exist, or extending 
some series we now have. The test 
will be do they fill a real need with 
members? If not we don’t want 
them.” 

For instance, the government in 
several instances lumps shoe indus- 
try figures into a category termed 
“leather and leather products.” He 
believes the shoe figures should be 
separate if they are to be of any use 
to the industry. Also he feels there 
is a great need to improve or develop 
figures on the flow of shoes from 
producer to consumer. 

“A somewhat different approach 
to the Association’s activities may be 
in the cards,” says Watson. “For 
example, during six or seven of the 

(Continued on Page 41) 





“€elastic’’” Box Toes 
Give Lasting Comfort 


At work, at play and in the home — from the heaviest 
, , . Smooth Toe Linings — Mr. Charles Kenney, a member 
men $ work shoes to women s high style footwear ie of the Boston Fire Department assigned to Rescue Com- 
“Celastic” box toes give the kind of toe comfort that —Pa"Y No. 3. says: "| wore these shoes on duty ond off 
in all kinds of weather and never had a moment's dis- 
leads to repeat sales. comfort from loose linings in the toe” 
The bond made by “elastic” between doubler and 
lining forms a light yet extremely durable toe. “Celastic” 
gives shoes built-in wrinkle-free comfort in the toe area 
that the retailer and his customers can count on. Every 
shoe made with “Celastic” gains in style preservation and 


toe comfort at surprisingly little cost. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS *''Celastic’’ is a registered trade-mark of the Celastic Corporation 
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SPONGEX 
INNERSOLE 





CUSHIONING 


Under body weight, innersoles that are too soft or 


too firm provide little cushioning action. Those that are too soft 
give too much; those that are too firm don’t give enough. 


Spongex solved this problem by combining the right degree of softness 
and firmness into one material—Spongex cellular rubber. This right combination is why 
Spongex cellular rubber makes an innersole that cushions, yet won’t flatten out. 


And Spongex is low in cost! It’s less than any other type of cushioning that has comparable 

compression resistance. Sheets and rolls of Spongex cellular rubber for innersoles are available 

in thicknesses of 3/32’, 1/8’’ and 3/16’’. Color is beige. Write to us for samples and prices. 
. 


i Custom molded sponge rubber soles 
Die-cut soles of sponge and latex foam 
Sheet stock for innersole cushioning 


THE SPONGE RUBBER PRODUCTS COMPANY @ulliltia.@ 
651 DERBY PLACE, SHELTON, CONNECTICUT PRODUCT 
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NEAR RECORD 6 MONTHS SHOE OUTPUT 


MASSACHUSETTS STILL 
TOP SHOE PRODUCER 
Leads All States In First 
Half Year 


Massachusetts held its position as 
the nation’s leading shoe producing 
state during the first six months of 
1953 with a production total of 45,- 
351,000 pairs, the New England Shoe 
and Leather Association reports. 
This was an increase of three percent 
over the same period last year. Ship- 
ments in the first half year were 
valued at $160,406,000. 


Second leading shoe producing 
state was New York with an output 
of 41,953,000 pairs for the first six 
months of this year. Missouri was 
third with an output of 32,136,000 
pairs. 

Figures released by the Census 
Bureau showed New England shoe 
production -at 89,143,000 pairs for 
the first six months of this year, high- 
est first-half year since the record- 
breaking 1946 total. New England 
production represented approxi- 
mately one-third of total national 
production. 

New Hampshire’s shoe output in 
the period amounted to $20,952,000 
pairs with shipments valued at $74,- 
510,000 while Maine shoe factories 
turned out 20,567,000 pairs with fac- 
tory value of shipments totaling 
$66,675,000. 

The nation’s six months’ output 
of 266,513,000 pairs was at an an- 
nual rate of 533 million pairs. In 
short, were the pace of the first six 
months’ production to continue over 

next six months, an all-time high 
of 533 million pairs will have been 
oo for the year, bettering the 

946 record of 529 million pairs. 
This, of course, is not expected to 
occur. However, output from June 
1952 to June 1953, inclusive, 
amounted to nearly 524 million pairs, 
the second highest 12-month shoe 
production on record. 


UNITED LAST NOW 
DIVISION OF USMC 


The United Last Company has be- 
come a division of the United Shoe 
Machinery Corporation. This change 
in corporate structure, which was ef- 
fective September 1, will in no way 
affect the operations formerly car- 
ried on by the United Last Company. 

— W. Holmes has been ap- 
pointed General Manager, and Ed- 





ward G. Tremaine, Jr., Assistant 
General Manager, of the United Last 
Company Division of the United 
Shoe Machinery Corporation. 

Prior to September 1 the United 
Last Company was a separate corpo- 
ration afhiliated with United Shoe 
Machinery Corp. 


LEATHER SOLES 
REACH NEW LOW 


Leather soles used on shoes of all 
types during June accounted for only 
16,175,000 pairs or 39 percent of the 
40,824,000 pairs produced during the 
month, according to latest figures re- 
leased by the Census Bureau. This is 
the lowest point, percentagewise, that 
leather soling has reached for any 
single recorded month. 

Leather soling was used on 14,933,- 
000 pairs of shoes with all-leather 
uppers compared with 18,578,000 
rubber and composition soles and 
365,000 other soles. There were 33,- 
876,000 shoes with leather uppers 
produced during June. 

Leather soling accounted for 521,- 
000 pairs of the 1,922,000 pairs with 
part-leather uppers against 1,340,000 


pairs with rubber and composition 
soling. Of 5,026,000 pairs of shoes 
produced with non-leather uppers, 
661,000 had leather soles and 2,786,- 
000 had rubber or composition soles. 





MAGIC SHOE FORMULA 

Clubs and pubs in Australia are 
buzzing with a little game by which 
you use your shoe size to work 
out your age. The idea is catch- 
ing on in other countries, too. 
Here’s how. 

Write down your shoe size to 
the nearest full number. For ex- 
ample, if you wear a size 91 shoe, 
take the number 9. Double it and 
you get 18. Then follow the 
formula. 

1. Add 39. You get 57. 

2. Multiply by 5—you get 285. 

3. Add the figure 3 to the last 
answer—you get 2,853. 

4. Subtract the year in which 
you were born. Say, it was 
1927—you get 926. 

That’s it. Size 9 shoe, age 26. 

In case you're amazed, here’s a 
little hint. Next year, you'll have 
to add the number 4 instead of 3 
in step 3. 
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BASS GOOD EXAMPLE 
OF EMPLOYE RELATIONS 


Maine Firm Prospers With 
Long-Term Policy 

Operating with the philosophy of 
giving the customer full value and 
of employing workers who take pride 
in their jobs has proved to be suc- 
cessful for G. H. Bass and Co., Wil- 
ton, Maine. Despite ever-increasing 
competition, for the past 77 years 
Bass shoes have sold well through- 
out the nation. 

Making an honest product is tra- 
ditional with the Bass family. The 
founder, G. H. Bass, began by mak- 
ing shoes for farmers. He developed 
the National Farm Shoe which, at 
the time, was noted as the acme in 
shoes for farmers. 

Through the years Bass shoes have 
played their part in various histori- 
cal events. Lindbergh wore a pair of 
Bass-made flying boots when he flew 
to Paris. Admiral Byrd had Bass 
make special shoes for his Antarctic 
trips. Members of the U. S. Olympic 
Ski Team wore Bass ski boots in 
1936, again in 1948. Bobby Jones 
wore a pair of Bass golf shoes when 
he made his famous grand slam. 

In recent years the Bass Co. helped 
change the footwear habits of the 
nation by introducing a product 
known as Weejuns, more widely 
known as loafers. Millions of pairs 
have been sold. 

Working for Bass is a way of life 
rather than just a job for its em- 
ployes. Labor turnover is small. 
Fathers, sons and grandsons have 
worked in the factory at the same 
time. Bass even has some fourth 
generation employes on the job. 


Better Business Bureau 
Defines "Chamois" 


Due to recent misrepresentations, 
the Better Business Bureau of N. Y. 
City has defined “Chamois” as desig- 
nating the skin of the antelope or 
chamois, or designating the fleshes or 
under-split of sheepskin, ojl-dressed 
and suede-finished. 

Leathers not meeting this descrip- 
tion are being sold while verbally 
represented as “chamois,” the Bureau 
claims. Action taken by the BBB is 
aimed as a warning to distributors 
and to prevent the possibility of iur- 
ther losses to dealers in “Chamois.” 
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TIMES SQUARE MOVES 
TO CHICAGO SHOE FAIR 


“‘Shoebert Alley’? To Offer 
Varied Theatre 


New York’s glamorous Times 
Square and its famed Shubert Alley, 
which houses several of the city’s 
most famous theatres, will be trans- 
planted en masse to Chicago next 
month to be the feature attraction 
of the 20th National Shoe Fair. The 
Fair will be staged Oct. 26-29 at the 


Palmer House and other Chicago 
hotels. 

Bright lights, billboards, theatre 
marquees will convert the Red Lac- 
quer Room of the Palmer House into 
“Shoebert Alley,” a replica of the 
famous block which houses several 
famed legitimate theatres. 

The Red Lacquer Room’s “Shoe- 
bert Alley” will consist of three thea- 
tres, three shoe stores, a couple of 
stage doors and even a sidewalk cafe. 

ach theatre will house a playlet 
presented by professional actors from 





PRODUCTION, BY KIND OF FOOTWEAR 
(Thousands of pairs) 





Kind of footwear 


June 
1953 


Production 


Cumulative totals 
January-June 

May June 

1953 1952 1953 1952 





SHOES AND SLIPPERS, TOTAL 40,824 


Civilian, total 
Military, total 


SHOES, SANDALS, AND 
PLAYSHOES, TOTAL 


Men’s, total 


Dress and work 
Sandals and playshoes .................... 


Children’s, total 


ATHLETIC SHOES, TOTAL .... 


Youths’ and bez’ sSpaethancerales 
Women’s ........ vst 


SLIPPERS FOR HOUSEWEAR, 
IMIG Seka sctiasoneveys 


Youths and boye’ im 
Women’s peaks 


emma ANG Cee e ON RE eT 
Infants’ and babies’ 


ALL OTHER FOOTWEAR . 
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252,056 
247,916 
4,140 


41,858 39,747 
41,599 39,076 
259 671 


266,513 
265,331 
1,182 


36,979 35,408 239,786 229,100 


52,470 51,003 


8,532 8,279 
6,320 6,394 39,960 38,455 
2,068 1,768 11,628 11,853 
144 117 882 695 
1,571 1,586 9,335 8,455 
1,512 1,468 8,872 7,816 
43 103 331 578 
16 15 132 61 


123,084 118,494 


18,490 17,926 
12,013 11,340 

205 242 
6,272 6,344 


80,561 
1,281 
41,242 


75,559 
1,212 
41,723 
2,647 2,503 18,296 16,630 
13,162 
3,468 


2,156 2,045 
491 458 


14,488 
3,808 
2,492 2,225 16,438 15,633 
12,873 
2,760 


2,161 1,902 
331 323 


14,358 
2,080 
2,100 1,734 


13,301 11,981 


1,147 1,155 6,862 6,904 


1,546 1,278 
1,058 

108 

351 

29 


23,553 
5,868 
377 
12,946 
1,337 
2,049 
976 


1,628 
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the legitimate theatre, and starring 
prominent men from the shoe indus- 
try as salesmen. Each performance 
will highlight new Spring fashions 
and colors in shoes and will demon- 
strate proven merchandising tech- 
niques designed to enable shoe retail- 
ers to increase earnings. 

One theatre will feature the interior 
of a women’s shoe store and the 
others will depict men’s and chil- 
dren’s retail stores. 

Finishing touches are being applied 
to the scripts of the three plays, which 
will be reviewed by critics from na- 
tional magazines before the official 
premiere at the Red Lacquer Room 
on Sunday evening, October 25. 
Tentative titles have been selected for 
the three productions. They are “The 
Women,” “The Male Animal” and 
“The Children’s Hour.” 

The interiors of the shoe stores are 
being developed to suggest interior 
styling which any retailer might con- 
sider in a modernization program. 
The women’s shop will be dean in 
a smart, stylized fashion. The men’s 
store will suggest distinction and 
masculine ruggedness. The children’s 
shop will capitalize on gay themes 
of demonstrated appeal to youngsters 
everywhere. 

The sidewalk cafe, which will be 
situated across “Shoebert Alley” 
from the theatres, will feature a coffee 
bar for before- or after-theatre pa- 
trons—with coffee, of course, “on the 
house.” 





New Hartnett Head 





Kivie Kaplan, general manager of the 
Hartnett division of Colonial Tanning Co., 
has been elected president of the company. 
He succeeds Frank H. Hartnett, former 
president, who has been elected chairman 
of the board of the Ayer, Mass., tannery. 
Other officers include Edwin B. Coltin, 
treasurer, and Abraham Cohen, Joseph 
Kaplan, Woodrow D. Hawbecker, Sidney G. 
Judge, Michael Naczas and Henry Reichert 
vice presidents. 
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“New In Shoes" Display 
Sets Available 


The National Shoe Institute, spon- 
sor of “The New In Shoes” seasonal 
openings, in response to a great de- 
mand from retailers and manufactur- 
ers, plans to make display material 
available to participating firms for 
the first time next Spring. The tar- 
get date for the Spring ’54 “New In 

hoes” promotion is March 7th. 
Posters, counter cards, window 
streamers, lapel badges and other dis- 
play materials tieing-in with “The 

ew In Shoes” theme will be made 
available to retailers at a nominal 
price. The materials may be pur- 
chased by individual items or in a 
special package. They will be de- 
signed to aid retailers in effectively 
merchandising the promotion and 
focusing the public’s attention on 
the new styles and fashions for next 
Spring. 

Similar display material will be 
made available to shoe manufactur- 
ers who may wish to buy in bulk 


lots with their brand names im- 
printed in each piece for distribution 
to their retail outlets, 

While prices have not been defin- 
itely established, these materials will 
be priced so that even the smallest 
shoe retailer will be able to afford 
these selling aids. 

An exhibit of all the display ma- 
terials available for next Spring’s 
promotion will be set up at National 
Shoe Fair. There will be attendants 
at the booth to show these pieces to 
buyers and manufacturers and to 
take orders. 

“The New In Shoes” for Fall °53 
which broke on August 30 brought 
hundreds of requests from all over 
the country for display materials to 
tie in with the Institute’s theme. It 
is recognized that in many localities 
commercial artists are not available 
and in others the cost of producing 
posters would be prohibitive. By 
making these materials available at 
an extremely low cost to the retailer 
and manufacturer the National Shoe 


Institute is confident that even more 
participation from both will result. 
More than 650 newspapers requested 
material in the form of mats, photo- 
graphs and news releases for the Fall 
03 promotion. This is 70 in excess 
of the number that requested material 
last Spring. 





CHAMP PICKET 


Need an unemployed picket? 
Alexander Orr is thoroughly quali- 
fied and experienced. Since 1941 
he has trudged some 40,000 miles 
in front of Petersen Chevrolet Co., 
Chicago, where he has been on 
picket duty for the AFL Auto Me- 
chanics Union. During this time 
he has worn out a new pair of 
shoes every six months. 

Now that the strike has been 
settled, Orr plans to find a rocking 
chair and sit in it for about a year. 
Of course, he will still soak his feet 
now and then, just from habit. 














DISTRIBUTION OF SHOE WORKERS (°%) BY AVERAGE HOURLY EARNINGS— 


MARCH 1953 
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8,701 
$1.25 


42,488 6,487 
Average hourly earnings (1) $1.32 $1.29 
(1) Excludes premium pay for overtime and night work. 
(2) Includes data for infants’ stitchdown shoes. 
(3) Less than 0.05 percent. 
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9,409 
$1.19 


17,766 


$1.27 $1.20 
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Ask Your Local |S.M.C. Representative 
INTERNATIONAL SHOE MACHINE CORPORATION, CAMBRIDGE, MASS. 


BOSTON-HAVERHILL-AUBURN (ME.)-NEW YORK-TUNKHANNOCK (PA.)-ST. LOUIS-SAN FRANCISCO-LOS ANGELES 
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MASON CLAIMS BIGGEST 
WALKING SHOE STORE 


Forrest H. Froberg, merchandise 
manager of Mason Shoe Manufac- 
turing Co., Chippewa Falls, Wiscon- 
sin, says “the Mason Shoe Man car- 
ries with him the world’s largest shoe 
store—one with an inventory of 
200,000 pairs.” 

Mason agents have kits that in- 
clude foot measuring devices, a few 
sample shoes and a catalog which 
shows about 160 different styles 
available in all conceivable sizes. 

Mason Co. feels that more and 
more people will take to the idea of 
buying shoes in their homes and 


working places. Someday it hopes 
the Mason Shoe Man may become 
as familiar a figure as the door-to- 
door salesman of brushes or vacuum 
cleaners. 

One of the prime features and sell- 
ing points of the Mason line is a heel- 
to-toe innersole made of sponge rub- 
ber, one-eighth of an inch thick. 
Called “Velvet-eez” it is supposed 
to give the wearer a feeling of “walk- 
ing on air.” Emphasizing this fea- 
ture, Mason agents commonly seek 
customers among people who work 
on their feet such as factory em- 
ployes, store clerks, waitresses, 
nurses, mailmen. 





Since 1946, sales have risen from 
less than 6,000 pairs of shoes a week 
to more than 15,000—the 1952 av- 
erage. Now the company is making 
1,000 pairs of shoes a day and sell- 
ing more than three times that num- 
ber. The “extra” 2,000 pairs a day 
are being made to Mason specifica- 
tions by other manufacturers. 
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MAKE GOOD SHOES BETTER 
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SOM PAN Y 


SOLD WHEREVER BETTER SHOES ARE MADE 


CAMPELLO 69, MASSACHUSETTS 
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Booked by Retailers 








Guest speaker at the luncheon session 
of the first National Conference of Inde- 
pendent Shoe Retailers to be held Saturday, 
Oct. 24 at the Sheraton Hotel in Chicago 
will be Edward Wimmer, vice president and 
public relations director of the National 
Federation of Independent Business, Inc. 
A leading commentator, Wimmer will speak 
on “It's Now Or Never, Mr. Independent 
Shoe Retailer." 


GERMAN SHOEMEN NOW 
TOURING U. S. CENTERS 


Six leading German shoe manu- 
facturers, a tanner and leading trade 
magazine editor, are now visiting 
U. S. shoe and leather centers in an 
extended tour of this country. 

Members of the party include 
Manfred Sternefeld, editor-in-chief of 
the Leather and Shoe Courier; Arthur 
Brehmer of Siems Shoe Mfg. Co., 
Peine/Hannover; Burkhart Dinke- 
lacker of Appolo Shoe Mfg. Co., 
Sindelfingen/Stuttgart; Josef Gerold 
of Gerold Shoe Mfg. Co., Simbach/ 
Isar, Bavaria; Fritz Koechling, 
Koechling & Mussler Shoe Mfg. Co., 
Muenster/Westf. 

Theo Loeben of Heidemheim Shoe 
Mfg. Co., Heidenheim; Karl Tim- 
merman, Elefant Shoe Mfg. Co., 
Kleve/Rhein; and Hans Waeldin, 
Waeldin & Huber Leather Mfg. Co., 
Lahr/ Baden. 
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NOW...GET BETTER, EASIER, 
FASTER WORK .... -« 
For shoes which are to have uniform sole 
edge extensions, the improved design and 
smoother operation of the new U/C 
Rough Rounding Machine — Model B 
means work of uniformly high quality, in- 
creased production, and greatly reduced 
operator fatigue. 


IMPORTANT FEATURES ARE: 
e Higher speed — increased production. 


e Internal splash lubrication system re- 
duces parts wear to minimum. 


© Positive clamp feed — no tendency to 
















back feed — handles materials of any type 
up to 48 irons in thickness. 


e Auxiliary feed roll — sets up surplus 
stock for a clean, sure Cut. 


e Positive control of knife motion — no 
tendency to ‘‘lash” or over-run; much less 
need for sharpening. 


e Balanced crankshaft — extremely quiet, 
smooth operation with sharp reduction in 
operator fatigue. 


e Easily adjusted crease guide— changes in 
extension quickly set. 


Contact your United branch for additional 
details. 


United Shoe Machinery Corporation 


BOSTON 
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Lynn Shoemaking School 
Opens Fall Term 


Lynn Industrial Shoemaking 
School starts its Fall term Sept. 8. 
The school provides training in the 
skilled arts of shoemaking. Since it 
is a State-aided vocational trade 
school there is no charge to students 
attending from Mass. 

Courses given in all phases of shoe- 
making include: cutting, stitching, 


beating operations, shoe machine re- 


pair, hand sewing of moccasins. Av- 
erage range of courses is from six to 
twenty weeks given either in the day 
or evening. 

Students may enroll at school of- 


fices, 50 High St., Monday through 
Friday of each week, 8:00 a.m. to 
4:00 p.m. at any time during the 
school year. Since officials report 
that there is a drastic shortage of 
skilled shoemakers in the trade, op- 
portunities for future employment 
are believed good. 


Army Declares War on 
Foot Ailments 


The Quartermaster General, ever- 
concerned with providing U.S. Army 
foot soldiers with top quality, correct- 
fitting boots and shoes, has come up 
with a new shoe-fitting machine that 





and other synthetic 


THREAD 


for shoe manufacturing 


by the makers of 


INTRINSIC 


foremost cotton thread of the shoe industry 


RICAN 


COMPANY 


260 WEST BROADWAY - NEW YORK 13, N.Y. 


Branch Offices: Chicago - Dallas - Los Angeles - Philadelphia 
Newton Upper Falls, Mass. - St. Louis » San Francisco 
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may help the doughboy avoid a few 
corns or bunions. 

William J. Zaroff and Ladislav 
Boor of the Philadelphia Quarter- 
master Depot have perfected a new 
apparatus which, they claim, gives an 
accurate silhouette of a bare or stock- 
inged foot. The soldier stands full 
weight upon a heavy transparent plate 
set in a lighted box which affords 
easy view of his shoe size. 

Zaroff and Boor say their inven- 
tion always comes out right—that an 
11B foot gets an 11B boot. Modified 
forms of the invention permit photo- 
graphs to be taken. Patent number 


is 2,650,518. 


Dancers’ Feet Depend On 
Shoes For Shape 


To dance or not to dance? The 
question has been raised as to what 
effect professional dancing has upon 
the feet of its devotees. 

A German group has conducted 
clinical and roentgenologic examina- 
tions on the feet of 35 male and fe- 
male dancers. It found that foot 
apparel is the important factor de- 
termining shapeliness of the feet. 

Classic dancers—toe dancers—pre- 
sented feet far more nearly normal 
in anatomical state than those of the 
modern dancers. The difference was 
attributed to the sturdy built-up shoes 
of toe dancers in contrast to the flimsy 
shoes worn by modern dancers who 
may even trip the light fantastic bare- 
footed. 


Norwich Shoe To Build New 
Factory 


December Ist completion — is 
planned for the construction of a new 
plant by the Norwich Shoe Company, 
Norwich, N. Y. The plant will em- 
ploy some 60 persons when it begins 
operations and will increase employ- 
ment to about 225 within two years. 

Land for the new factory site was 
provided by the Industrial Committee 
of the Norwich Chamber of Com- 


merce, 


NEW SYNTHETICS COURSE 


New York University has an- 
nounced the opening on Sept. 28 of 
a course in “The New Synthetics.” 
The 12-session course, given in asso- 
ciation with the National Federation 
of Textiles, Inc., and the Textile Dis- 
tributors Institute, will offer a survey 
of the development, manufacture and 
merchandising of man-made fibers 
and synthetic fabrics. 

Included in the program are Orlon 
acrylic fiber, Dacron polyester fiber, 
Acrilan dynel, Fiberglas, nylon, 
Vicara and X-51. 
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Vamp is placed flesh 
side down against an 
edge gauge. Machine 
measures and cuts stays 
from precoated tapes 
and applies them to flesh 
side from below. Anvil 
is transparent and cen- 
termarked to provide 
clear view of location 
notches on work. 


Increases production of 
bal throat reinforcing 
30 to 40% ever hand 
application. 


with the (B/C 
e 2 € 
Upper Reinforcing Machine "22% 
wide to reinforce all 


varieties of blucher pat- 


MODEL A 


Upper reinforcing stays are always where they are wanted with this com- | 
pact bench machine. Worries about stays being in wrong position or 
slipping become things of the past. And, the G* Upper Reinforcing 


Machine is the fastest means of applying stays with accuracy. 


Tapes 14” to 34” wide may be used and adjustments for width, length Aissihd aa saciid 
recesses to accommodate 


of stay, type and thickness of stay material and for changes in location _ heavy seam between plug 
and vamp at ball line of 


are easily made. Ask your United Branch Office for complete details. moccasin uppers. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Record Bookings At British 


SHOE WORKERS EARNINGS BY STATES Shoe Fair 
Great Britain’s 44th Shoe and 


1953 Leather Fair opens at the Olympia, 
London, the first week in Oct. Total 





State April May 
California amount of stand space booked is 
Average weekly hours Shi winitecenccivc eae _ +33.9 largest since the Fair was founded in 
Average hourly earnings $1.55 $1.55 1895 
Indiana 3 
Average weekly hours ..0.0.0000..0000000.. 37.9 35.6 Displays of shoes of all types and 
Average hourly earnings ................ jie $1.13 grades will present a comprehensive 
Ilineis picture of what British manufacturers 
tt 0a orc Ai Pa age will have to offer the markets of the 
Maine world for Spring, 1954. Not only 
Average weekly hours 0.00.0. = 36.7 34.9 will there be a presentation of coor- 
dinated costumes but showings of 
leather as clothing and in the form of 





38.3 37.0 
$1.33 $1.34 





Average hourly earnings ............................ $1.33 $1.31 
Maryland 
Average weekly hours 000.00... 388 39.0 : : : 
Average hourly earnings ....... cone $1.08 $1.08 matching accessories will be exten- 
Massachusetts sively incorporated into Fair’s pro- 
Average — hours TRIN a a Ue Se te ee ee gram. Many new developments in 
Ratha gg ne ew oe ae * the trade will be exhibited including 
Average weekly hours 0.0.0.0 | 3603 35.6 water-repellent leathers, aniline-dyed 
Average hourly earnings ............ vee $1.27 $1.26 leathers, new fashion colors of the 
New Hampshire e . 
Average weekly hours 0.0.0.0. 559 34.5 Kids, both glace and suede. 
Average hourly earnings ............ $1.40 $1.41 LIGHT LUNCH 
 ecie Leather shoe laces have be 
Average weekly hours ..................... 38.1 37.7 ather shoe laces have been put 
Average hourly earnings 0.000.000.0000... $1.42 $1.42 to a new use by ingenious doughboys 
io serving in Korea. M/Sgt. Manuel A. 
yt neuer cea-eaagahg OS ies Te vet arse Aldeis, a repatriated GI, tells how two 
Pennsylvania gps , starving POWs boiled leather shoe 
Average weekly hours 40.0 40.3 laces, drank the water and then ate 
Average hourly earnings ........................... $1.13 $1.13 the leather. The light lunch took 
bet porary place outside of Manro during the in- 
Average weekly hours 39.5 es ort 
Average hourly earnings : $1.36 famous “death march” in Oct. of 
1950. 











Specially designed for 
machine tools, assembly 


and inspection benches Have you received your copy of the 


31st Edition of LEATHER AND SHOES 


BLUE BOOK 


Over 780 Pages—Eight Parts—Thumb Indexed 
Permanently Bound in Blue and Gold 


ZONE FOSTORIA 


LOCALITES 


Contains 560 separate product listings. Gives detailed 


MOOT, 099-070-412 information on Shoe Manufacturers and Tanners. 


Overall length 352”. Three 
instantly adjustable joints. 


@ All Wiring Fully Enclosed 


pletely protected 
from wear or insulation damage from oil and fumes 


$ T 328 
EACH 
io faale Unies” 
$16.60 Each 


Includes a SHOE BUYERS’ INDEX—lists shoe manufac- 





@ Adjusta-tension Joints—tension easily adjusted 
_, _— of arm movenneat to oule worker 


@ Universal Base—mounts on outlet box or directly 
on machine or bench. Toggle switch included 
@ Reflector accommodates 100 watt or any A-19 or 
A-21 medium base screw lamp 
@ Beked Enamel Finish—Exterior, Vista Green— 
R Interior, high temperature White 
Write for catalog 
of Localite ls with vari- 


ous type reflectors, arms and 
bases for every industrial use. 


THE FOSTORIA PRESSED 
STEEL CORPORATION 
FOSTORIA, OHIO 
Localites available through 
wholesalers everywhere 


ght ON the Job 
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turers by kinds of shoes made and method of manufac- 
ture and a LEATHER BUYERS' INDEX which lists Tan- 
ners by kinds of leather tanned. 


Be sure you get your copy—keep it within reach at all 
times—it will save you time and money. 


TheRumpf Publishing Company 


300 W. ADAMS ST., CHICAGO 6 
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Principal industry speaker for the Na- 
tional Hide Association will be A. H. 
Levitan, president of Levitan & Co., San 
Francisco, Cal., hide importer-exporter. 
Levitan will speak on “The Hide and Leather 
Industry in Japan." A frequent visitor to 
the Orient, he recently completed a round- 
the-world tour, visiting principal hide and 
tanning centers. Levitan is a former mem- 
ber of the Olympic Wrestling Team from 
Denmark. 


MOBILE SAFETY SHOES 


The importance of safety shoes to 
industry has not been overlooked by 
Webb Brothers of Webb Industrial 
Service, Inc., Cincinnati, Ohio. For 
the last three years this firm has been 
operating two truck trailers selling 
safety shoes directly to the men in 
the plant. Prices of these shoes range 
from $8.95 to $13.95 per pair. 

Some 175 plants are now being 
serviced in the Cincinnati area. These 
vary in size with the average plant 
employing 1,200 workers and the 
largest 12,000. It has been reported 
that plans are now under way to 
serve a factory with 30,000 workers. 

The shoe stores on wheels are com- 
pletely equipped with safety shoes 
ranging in sizes from 4 to 15 and 
widths from AA to EEE. Every effort 
is made to fit the men individually 
in order to obtain the maximum in 
comfort as well as safety. 


Sandler To Distribute New 
Italian Ski Boots 


Sandler of Boston is planning to 
merchandise Italian-made ski boots 
this season. Sandler will be the ex- 
clusive distributor of the commercial 
production of Antonio Baciagalupo, 
custom maker of boots in Calza, 
Italy. The hand-lasted and hand- 
sewn boots will retail from about $25 
to $40. 
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2 Fordeas 
ASEINS 


for tannery and shoe finishes 


ARGENTINE, DOMESTIC and NEW ZEALAND caseins, 30 mesh. 
An established source of supply for over 50 years. 

PROTOVAC modified caseins and caseinates for products of 
highest water resistance and gloss. 

WAREHOUSES: Peabody and Boston, Mass.; Jersey City, 
N. J.; Union, illinois; New Orleans, La. 


THE BORDEN COMPANY, Chemical Division 
350 Madison Avenue, New York 17, New York C.3.4 





VEGETABLE TANNERS 


If you are interested in quality and customer satisfaction, 
you should investigate ARKOTAN B® 


ARKOTAN B is a syntan that assists in the production of a smoother. grain, 
improved tensile strength, fuller and rounder feel and a clear, even color. 
ARKOTAN B assists in the solubility of your extracts, permitting greater 
penetration and better take-up and reduces the sludge in the bath 

when solid Quebracho is used. 


ARKOTAN B when used in the color pit, wheel or tail liquors improves the 
appearance of the grain and maintains the correct acidity in the tail liquor 
without the addition of acid at this point. 

ARKOTAN B is used extensively in the re-tan wheels to produce added weight. 
Excellent for use on chrome re-tan upper leather where a tight break 

and solid feel is required. 


Samples or demonstration of ARKOTAN B are available upon request. 


rkansas Pl unc. £S 


NEWARK, NEW JERSEY InLe 
Manufacturers of industrial Chemicals for ever 50 Yeers 





ESTABLISHED 1908 


Compounders and 
Sulphonators of Oil for Tanners 
and Leather Finish Manufacturers 
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It'll be a straw-happy spring and summer. Fabrics men 
have available all sorts of ideas and new twists for straw 
shoes. There seems to be no end to the possibilities of 
this material. Colors are vivid or neutral, and strangely 
enough, in this category, anything goes and still looks 
right. There is a multitude of braided ideas, these ranging 
in narrow to medium wide widths. These adaptable to 


pretty sandal types and for banded models, which are not’ 


as strong as sandals. 


Woven ideas in straw also strong. These feature pretty, 
opened up patterns. Can be made in monotones, two- 
tones, multis and ombres. All of which adds up to a highly 
colorful season in straws. Some ideas include glitter, utiliz- 
ing sequins caught inside weave patterns. Sequins can 
be multi-colored, one contrasting color, or monotone. 


Newest ideas in straw is for all-over closed up shoes. 
In this case, narrow straw strips can be stitched onto fabric 
backing in checkerboard pattern, or straw itself can be 
woven so as to create all sorts of interesting patterns. Here 
again color possibilities are unlimited. Smartest combina- 
tions are black and white straw, while others utilize white 
with any of popular summer colors. 


——<@——— 


Dominating high style picture for next spring, summer 
are light, pale tones, including white. White had revival 
last summer with predictions that it would be even stronger 
in 1954. Soft, pale beiges, talked about a little last sum- 
mer, seem positive for next year. This is logical carry-over 
of high fashion browns of this fall and winter. These will 
help add vividness and contrast to ready-to-wear picture, 
since big news is sharp contrast, utilizing darks with lights. 
In this way, shoes become integral part of costume pic- 
ture. As a matter of fact, they become the part which 
makes rest of costume high fashion. 


—_——@———_ 


Line of distinction getting dimmer between men's dress 
and men's casual shoes for spring and summer. In other 
words, casual shoes taking on some details of traditional 
dress shoes, and dress shoes utilizing fashion points of 
casuals. For instance, in men's dress shoes, some utilizing 
simulated moccasin front vamps, achieved through rows of 
perfs or stitching to form plug outline. This style especially 
good in standard oxford models for business and town 


wear, 


One-eyelet and dressy loafers lead style parade in men's 
casuals. One-eyelet ties utilize either smooth fronts or moc 
fronts. Some now being styled with modified wing tips on 
otherwise moccasin-front models. Leading style in io 
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loafers still the tassel loafer. This shoe has sleek, dressy 
look, even though falling into casual grouping. 


In many of new men's styles, new types of leather grains 
being utilized. Biggest news here is a pigskin grain being 
used in casual styles as described above. Other new 
grains tie in with colors. For instance, one tanner has come 
up with a Burnt Cedar which describes color of leather as 
well as the grain. These new tannages bear watching as 
fresh approaches to smart shoes. 


—_—>——. 


Leather in ready-to-wear still making all kinds of news 
and colorful fashion copy. Even bobby sox brigade going 
wild over all sorts of leather do-dads and trims to dress up 
school and dress clothes. This includes leather novelty 
jewelry, leather collars, cuffs, hats and what have you. 
This means, of course, greater emphasis on leather in 
shoes. Since consumers are becoming so leather con- 
scious in clothing, they'll naturally be looking for leather 
shoes to coordinate. 


This trend opens field for new interesting tannages. 
This is the time for tanners to get right in there and pitch. 
Promotions have strong chance of success. Colors can be 
introduced and made successful. Various types of finishes, 
such as aniline in better grades, can be shown to be highly 
desirable. New types of leathers, such as pigskin, can be 
introduced with success. It looks like a heyday for the 
leather industry, the kind of heyday which shoe industry 
can cash in on, too. 


——__>———_ 


Things all around are looking up for shoe industry. |t 
seems just about positive now, that even though women 
don't go all out for Dior's new short skirts—that is, to the 
brief extent he dictated in his last opening—skirts defi- 
nitely are going to get shorter. This means spotlight will 
be on shoes. This means shoes wedge even more strongly 
into fashion focus. At present, and judging from way 
ready-to-wear seems to be heading, these shoes will have 
to be slim and sleek in silhouette. Heels might not stay 
as high as they have been, and there may be more em- 
phasis on mid-heel heights. Short skirts with high heels 
give wearer an appearance of waiking on stilts. Also, shoe 
styles can climb higher up foot, as skirts edge higher up 
leg. These two factors are most important in giving a 
balanced look to costumes. 


Mecikls Mary basuian, 
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not just foam... 
but 


AN DAL 


e 
COMBINATIONS <—— 


SAVE TIME... CUT COSTS 


Ready-to-use “ANDAL” materials permit faster, 

easier shoe fabrication ... many secondary operations 
are eliminated. Produced by a special patented 
process* that permanently integrates fabric with 
foamed latex, “ANDAL” combinations can be clicked, 
cut, sewed, tacked or stapled. Uniform, thin foam 
gauges ranging from 1 32 to 14-inch can be 

supplied in variable densities to meet your individual 
requirements for upper and vamp linings, complete 
insoles, tongue linings and heel cushions. 


For economy .. . outstanding point-of-purchase 
sales, specify “ANDAL” foam-fabric combinations. 


COM P ANY: . 2 BRISTOL FABRICS INC 
| EASTERN FOAM, FABRIC CO 


1088 HOME AVENUE © AKRON 10, OHIO BROOKLYN \ 
an MERRYWEATHER FOAM LATEX CO 


ANDrews-ALoperrer a | DISTRIBUTORS 


& 


ae s AKRON AND CINCINNATI 
P ANDAL” means foam-coated fabrics HERMAN SCHLOBOHM 
ae FOAM RUBBER & PLASTICS CO 
LOS ANGELES 
IN CANADA 
WM. B. STEWART & SONS, LID 
TORONTO 
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lling shoes today 


Customers really go for Cushion Cork’s 


comfort combination — flexibility and resilience 


You'll take your line a big step toward increased sales when you give it the 
comfort advantage of “Flex-ilience” .. . with Armstrong's Cushion Cork®. 
For “Flex-ilience” is Armstrong’s combination of flexibility and resilience— 
and you'll find it playing a big part in the sales success of many of today’s 


most popular shoes. 


There's no secret about Cushion Cork’s success. It’s a material of typical 
Armstrong quality—and it takes quality to give a shoe top performance. No 
matter whether you use its springy combination of sponged rubber and cork 
as a filler, a platform, an insert, or a complete heel-to-toe cushion, you'll give 
your line “Flex-ilience.” Used properly, Cushion Cork eases breaking-in 
takes the shocks and jars out of walking. And Cushion Cork does that for the 


lite of the shoe. It won't bunch, tear, or mat down in service. 


GET FREE SAMPLES 
See for yourself how Cushion Cork’s “Flex-ilience” can increase the comfort 
appeal of your shoes—and help build steady patronage for your line. Arrange 
now for free working samples, as well as for design and production 
suggestions, Call your Armstrong representative or write Armstrong 
Cork Co., Shoe Products Dept., 6309 Drury Ave., Lancaster, Penna. 


HOW CUSHION CORK ADDS ‘‘FLEX-ILIENCE’’ TO THESE SHOES 


This shoe uses a %” thick insert of A different type of construction using This sports shoe cradles the foot on 
Cushion Cork cemented into a die- Armstrong's Cushion Cork makes this a full Y%” of Cushion Cork. The in 
cut insole to cushion the ball of the shoe extra flexible. The forepart of sole, cemented to the Cushion Cork, 
foot. Cushion Cork provides resil- the insole is skived, and a pad of is joined to the previously assembled 
ient support where it’s most needed. Y, Cushion Cork is inserted. upper, binding, sock lining, etc. 


-_— 


cae 
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A 
TRENGHING 


co 


Here’s the wringer 
that insures absolute 
uniformity of moisture content 
at all times . . . the 
wringer you don’t have to 
open and close before and after 
each operation . . . the wringer 
that lets you change sleeves con- 
veniently ... the wringer that eliminates 
SEEPS ee The Stehling Hydraulic Continuous Feed Wringer 
with all of the grief that 
goes along with that kind of antiquated equipment. 
In short, the Stehling Hydraulic Continuous Feed Wringer gives 


you maximum production and labor efficiency at lowest cost. 


Let us show you how it can do a better job for you 
AND pay for itself! 


CHAS.H.STEHLING CO. 


1303 NORTH FOURTH ST., MILWAUKEE 12, WIS. 
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Reaction of Daily Worker, Commie mouth- 
piece, to indictment of Ben Gold last week (see 
L&S, Sept. 5 issue) as expected. Here is quote direct 
from Daily Worker editorial on Aug. 31: “Can anyone doubt 
that the indictment of Fur Union leader, Ben Gold, is con- 
nected not only with the new attacks on democracy in gen- 
eral, but a plot to start a crackdown on the AFL, CIO and 
independent unions without exception?” 


Editorial doesn’t attempt to explain why in- 
dictment of Gold, whose International Fur and Leather 
Workers Union, was thrown out of CIO, should be tip-off 
for “pro-Fascist” offensive against the CIO itself. Instead it 
tries to classify Gold as typical of the very union which 
rejected him for “Communist-domination.” 


Ever since furore over projected merger of 
Regal Shoe Co. with Brown Shoe Co. has died down, 
at least temporarily, Regal has failed to act the part of a 
company on the verge of being assimilated. Instead, the 
company appears to be conducting active campaign to ac- 
quire more outlets. Witness item appearing in Sept. 7 issue 
of Advertising Age, advertising industry weekly. 


Item reports Regal is making “all-out ef- 
fort” to obtain more outlets. Three full-color ads in 
Satevepost have been added to Regal’s regular newspaper ad 
schedule. Also, three full-color bleed pages are scheduled for 
Esquire and Ebony this fall. 


Regal has already launched fall campaign 
in almost every city of the 60 coast-to-coast where its 113 
stores and leased departments are located. Ads in 600-line 
and 300-line sizes will run in leading newspapers through 
Dec. The company is also pushing its women’s shoe lines 
more than ever, with heavy advertising scheduled for the 
Brooklyn edition of the New York Daily News. Also, a spe- 
cial merchandising and publicity program has been planned 
for Regal’s fall introduction of black cordovan. 


October 1 is significant date for shoe in- 
dustry. This is day new parcel post rates, averaging 30% 
higher, go into effect. Now comes National Association of 
Scale Manufacturers calling attention to point many shoe 
manufacturers may have failed to notice. All firms engaged 
in mail order business will need new postal scale computing 
charts. 
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Seale Association points out computing charts 
which figure amount of postage due for virtually every parcel 
post scale in country will be obsolete on Oct. 1. Thus manu- 
facturers who may have neglected to order new charges are 
advised to get orders in immediately. Apparently, scale 
manufacturers are swamped with orders for changeovers, 
can't keep up with demand. 


Cost of new computing charts range up to 
one-third of cost of seale. Some of more complex scales 
may require expert for installation of new chart. Now’s the 
time to find out what's needed. 

. a 

Leather industry getting slightly jumpy 
over slow start in fall business. Late Labor Day coupled 
with record-breaking heat spell have combined to keep busi- 
ness at low ebb since Leather Show in New York. No signs 
of break in sales drought at moment. 


Actually, outlook still remains good. A\l- 
though retail shoe sales have slumped sharply in Aug., re- 
tailers’ stocks are still not excessive. And fall selling season 
is just about to begin. What happens in next month or so 
will go a long way toward determining whether remainder 
of year will be success. 


One thing is sure. Tanners have been keeping 
finished leather inventories down to the bone. At the same 
time, shoe manufacturers’ stocks are depleted, in line with 
immediate production needs. Whenever new shoe orders 
come in, manufacturers will undoubtedly need more leather 
to fill them. A healthy situation, basically. 


As Tanners’ Council points out, there is little 
if any indication of “maladjustment” between production 
and sales to date this year. In fact, sharp decline in Aug. 
shoe production total should go long way toward erasing any 
gap between production and retail sales. Once sales do pick 
up at retail level, impact will be felt immediately down the 
line of industry. 

e e 

Latest shoe sales data through June and 
July encouraging. Four of leading shoe chains report a 
July gain in dollar volume of 5.6% over July 1952. For 
the first seven months of 1953, the four chains reported a 
combined increase, dollarwise, of 4% over the same period 
a year ago. Similarly, Department of Commerce retail sales 
data for June shows shoe store dollar volume up 2% over 
June 1952 with combined six months’ sales 2.2% ahead of 
last year's half. 
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NEW MOCCASIN PROCESS 


Weiss-Lawrence, Inc., of Somers- 
worth, N. H., is introducing a new 
design pattern and construction which 
the company claims has gained tre- 
mendous customer reaction, their 
new genuine hand-sewn, hand-laced 
true moccasin called “In and Outer,” 
which can be worn indoors as well 
as outdoors. 

The style, pattern and construc- 
tion design is a patented process 
pending, and arrangements are being 
made to release it on a royalty basis. 
This softer and flexible construction 
is being made in all-over drum-dyed 
glove leather, and also in combina- 
tions of kid suede and smooth leather 
in Ranch tan, Wyoming blue, Cali- 
fornia gold dust, Nevada red, Ari- 
zona turquoise and Texas cream. 

They have recently received their 
patented number from the United 
States patent office on their new 
shankless construction process. 


a 
® Liabilities of Roy-Fisher Shoe 
Corp., Lebanon, Pa., were reported at 
approximately $189,000 as of June 30. 


A committee of creditors has been ap- 
pointed to investigate. 


LICH TMAN 
J.L.&S 
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NEW 
DEVELOPMENTS 





NON-SLIP PRESSER-FOOT LOCK 


The presser-foot lock involved in 
this machine is the old Goodyear type 
identified with the Myers and French 
development in the last century. 

A ratchet and pawl mechanism 
has always been the method of hold- 
ing the presser foot in locked position 
with this machine. So long as the 
teeth on both the pawls and ratchet 
were sharp, this mechanism was al- 
ways sure to hold. However, this did 
not bear out in excessive speeds, 
those above 350 rpm’s. Also, even 
at low speeds, there usually has been 
a “jump” as the presser foot resists 
the first thrust of the awl up through 
the work. 

This “jump” is due to a kind of 
slack in the entering of the pawls into 
the ratchet. This is seen in the slight 
lifting up of the presser foot in taking 
the first stitch. 

To correct this “jump” more pawls 
have been added in graduated posi- 
tion to one another. The result is 
that at no time is there any loss of 
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and Corrected 
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tight contact with the ratchet surface, 
hence no jump in the presser foot. 
Inventor: T. J. O’Laughlin, Bos- 
ton; Pat. No. 2,600,424. 
Source: United Shoe Machinery 
Corp., Boston; Pat. No. 2,600,424. 


CONVEYOR 


This new conveyor resembles a 
many-stationed sole attaching press. 
It features expansible lasts for each 
station. These lasts in contracted 
form may be expanded to fit any 
shoe. 

Pneumatic pressure is employed 
in both the operations of opening 
and closing the lasts and in progress- 
ing the jacks in turntable fashion. The 
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machine is so designed that hydraulic 
pressure may also be used instead of 
pneumatic. 

Of greater importance is that the 
shoe in various stages of process may 
be operated on. For example, ce- 
menting, sole-attaching, edge trim- 
ming, edge-staining and setting, heel- 
ing, and like operations all may be 
done in quick succession without re- 
moving the shoe from the machine. 

Apparently this new conveyor is 
especially applicable to Californias, 
Stitchdowns, Littleway, and other 
processes. 


Source: Jack Weber and T. P. 
Charnley, Tottenham, London, Eng- 
land; U. S. Pat. No. 2,593,945. 


——@———— 


Leather Straps 

September 11, 1953—Purchas- 
ing Agent, Post Office Department, 
Washington 25, D. C., has issued 
Invitation No. 620 calling for bids 
on 75,000 leather straps and fasten- 
ing devices. Specification KK-L-271c, 
Amendment 1, dated May 4, 1951. 


® Otis H. Parker, Jr., Pennsylvania 
representative for American Hide and 
Leather Co. of Boston, has moved to 
Hershey, Pa. His new address is 230 
Cocoa Ave., and telephone number is 
Hershey 3-5136. 
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Joins Compo Sales 





New member of the sales staff of Compo 
Shoe Machinery Corp. of Boston is Otis 
Murty, veteran of many years in the shoe 
industry. Associated with Compo's Shoe- 
making Development Department for the 
past six months, Murty recently completed 
five years of service with the Research and 
Development Division of the Quartermaster 
Corps where he worked on the army's new 
thermo-dry boot. He was instrumental in 
development of the ski mountain, combat, 
tropical and insulated boots as well as a 
safety shoe for military lasts. Assigned to 
work from Compo's Philadelphia District 
vffice, he will make his headquarters in 
Washington, D. C. 


France Announces New 
Shoe Price Cuts 


Price cuts in a number of food 
and manufactured products went 
into effect in France this week. Re- 
ductions agreed to range from 5 to 
10 per cent for shoes, clothing, lin- 
ens, household furnishings and hard- 
ware and from 10 to 15 per cent in 
the case of groceries. 


NO MORE WHISTLE 

The advent of electricity has 
silenced one of Dover's factory 
whistles. The steam whistle that 
sounded for many years at the Ire- 
land Shoe Co. in Dover, N. H., has 
been discontinued because the Im- 
perial Foot Wear Co. has converted 
its plant to electric power. 


UNMATCHED OFFER 

Some 3,500 “pairs” of shoes are 
now available for the asking. There 
is only one drawback to this offer 
made by Gus Helopoulos of Kan- 
kakee, Ill. The shoes are all un- 
matched. 

Helopoulos bought 4,000 pairs of 
army surplus shoes, but only 500 of 
these were matched pairs. The solu- 
tion—they are being sent to the needy 
in Korea or Greece. 





Expands Duties 











Ernest K. Hunt, manager of advertising 
and public relations of American Cyanamid 
Co.'s Calco Chemical Division, who is also 
assuming direction of advertising and sales 
promotion for the firm's Textile Resin De- 
partment. He will continue as manager of 
the Household Products Department and 
the Packaging Development Section. R. L. 
Greason has been appointed advertising 
and sales promotion manager of the Textile 
Resin Department, reporting directly to 
Hunt. 
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August C. Orthmenn 
Director & President 
Milwaukee, Wis. 





OR WENVIANIN 
LABORATORIES INC. 


about any—and al/—of your tan- 
ning problems. 


@ Get our advice—our hel 
relative to those 
culties pg 

oe factories. 


@ Fellowships in problems of re- 
search—for various industries allied 


@ Have us develop any new 
processes you have under contem- 


922 NORTH 4th STREET 
Telephone: DAly 8-6426—8-6427 
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If You Want to Sell... 


e Shoe Machinery 


¢ Tanning Machinery 
e Products & Supplies 
for these Industries 


in the Ever - Growing 


N.Y. Office: OVERSEAS PUPAKENS 
66 Beaver St., New Yor 





ee 


“ny Please address: 
ij. “CALZADO Y TENERIA” 
Apartado 7103 
Mexico, D. F. - MEXICO. 
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LEATHER MARKETS AWAITING 


NEW INTEREST FROM BUYERS 


Prices Generally Steady 
Buying 


Sole and sole offal leathers 
rather sluggish. Not much doing 
in kid leathers. Calf moderate, 
considered high priced. Sides 
ready for call. 


Sole Slack 

Prices steady in absence of active 
buying. This means 9/10 iron bends 
generally bring 56c tops. The 8/9 
irons are tops at 65c but few sales 
made above 63c. Light bends listed 
at 70c and below but few sales made 
above 68c. 

Sole leather tanners of Philadel- 
phia report business is quite steady. 
While there has been no further in- 
crease reported, neither was any 
drop in activity indicated and tan- 
ners are fairly well satisfied with 
current market conditions. No change 
in prices reported. 


Sole Offal Steady 

Nothing new, say Boston sole 
leather offal tanners and dealers. New 
orders at low ebb and there is little 
leather on hand. Low tanners’ inven- 
tories keep situation under control. 

Bellies, both cow and steer, hold 
steady at 29-27c with better sales at 
28c. Single shoulders, heads on, tops 
at 43c for lights; heads off 2-3c more. 





In Absence Of Active 
Trend 


Double rough shoulders sluggish at 
51-49¢ tannery run. Top quality 


lightweights at 53c. Heads quiet at 
16-18c, fore shanks 20c and hind 
shanks 23c. 






Sheep Waiting 
Russet linings hold at 27-28¢ for 
better grades with real business done 
at 23-24c. New orders still awaited 
in volume while tanners keep busy 
filling old business. Colored vegetable 
linings still bring 28c for special col- 
ors such as black, blue and red, and 
a cent less for staple colors. Chrome 
linings moderate at 30-34c. 
Hat sweat still moves a bit at 31- 
27c and tops at 33c. Novelties fair 
at 26c and below. 


Sides Spotty 

Not much change in Boston side 
leather market. Prices remain at for- 
mer levels but tanners report diffi- 
culty in moving leather, not enough 
buying to indicate real price levels. 
For most part, new orders disappoint 
but tanners look for pickup within 
next weeks. They are well aware that 
shoe manufacturers will need more 
leather when new orders arrive. 

The combination-tanned glove-type 
kips are wanted at 60c and below for 
aniline finish, although most business 
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Prices and Trends of Leather 





WEEK 





YEAR 1952 
AGO HIGH 


MONTH 
AGO 


CALF (Men’s HM) ......... se ha 77-1.15 77-1.10 75-1.00 85-1.10 
CALF (Women’s) ..0..0..0......c0ccccccccees 67-1.00 67-95 73-90 80-1.03 
SAM PUI cissiccheadivds Ssvcecesacestesses 75-1.15 70-1.05 85-95 85-1.10 
KID (Black Glazed) .................:..0 55-90 75-90 75-90 75-90 
KID SUEDE ‘a we = 48-91 48-91 80-92 80-96 
PATENT (Extreme) ........................ 55-60 55-60 40-47 56-60 
SHEEP (Russet Linings) .................. 20-32 20-32 17-28 18-32 
KIPS (Combination) .......................... 54-60 54-61 49-59 56-60 
EXTREMES (Combination) .............. 50-55 49-53 46-54 54-56 
WORK ELK (Corrected) ................ 39-43 39-43 36-46 38-46 
SOLE (Light Bends) ........................ 66-70 66-69 67-70 65-70 
MII eid taccdeclibs ck sassccicenisaces 27-30 27-30 24-25 26-27 
SHOULDERS (Dble. Rgh.) .............. 51-53 51-55 50-55 50-55 
SPLITS (Lt. Suede) ...000000000000000ccu.. 33-39 33-39 32-38 35-39 
SPLITS (Finished Linings) 18-23 18-22 21-23 24-26 
SPLITS (Gussets) ....00000000.00cccce onegey | Yes 16-17 16-18 18-20 
WELTING (1% x Yq) ooeccceccceccccccees 7%4-7% 71%4-7% 7 8 
LIGHT NATIVE COWS .................... 18% 18-18% 1714-18 1714-18 


All prices quoted are the range on best selection of standard tannages using quality 


rawstock, 
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is at 58c and down. Extremes hold 
at 55ce and down, large leather 48c 
and below. Werk shoe retan holds 
at 43c, work shoe elk at 42c. These 
are generally top prices. 

Regular sport elk bring 50c and 
below for kips, 48c for extremes, 45c 
and down for sides. 


Splits Same 

No change from recent weeks in 
Boston split leathers market. Prices 
generally steady, sales mixed. Heavy 
suede splits find sales at 40-38-34 for 
tannery run. Light suedes 2c below 
this. Lining splits 23-21-19¢. Gus- 
sets hold at 16-15-l4c for regulars, 
17e for specials. 

Innersole splits bring 43-40-37c 
for HH weights, 40-37-34c for H 
weights, 30-28-25c for M weights. 
Natural sole splits 28-26-22c for 
HM’s, 25-23-20c for M weights. 


Calf Steady 

Not too much new business re- 
ported in calf leathers but prices, 
bolstered by rawskin selling prices, 
remain at high levels. Best business 
in women’s weight smooth calf with 
men’s less active. Suede fair. 

Lightweight smooth calf generally 
$1.00 for best small skins; between 
85-72c for tannery run. Regular 
skins 95c and down with more inter- 
est below 80c. Men’s weights held 
at $1.10 and down for best grades; 
interest at 90c down to 75c. 


Patent Unchanged 
Patent leather not yet as active as 
hoped but tanners still expect good 
fall. Prices hold at recent levels with 
kips 90c and down with emphasis 
well below this. Extremes 60c and 
below; large leather 50c and below. 


Glove Leathers Going 

Over-all business conditions — in 
Fulton county not good. Glove man- 
ufacturers fighting for business in 
a period when they should be turn- 
ing away orders. Big buyers have 
simply decided to withhold orders 
until the last possible minute. 

Tanners still operating well with 
most of the production going to the 
garment industry. However, the 
season is coming to a close on these 
items, which means a slack period 
ahead. 

All types of glove leather slow for 
this time of the year with the cheaper 
grades enjoying the better part of 
the business. Pigs spotty. Buyers 
ideas are from 50 to 60c for a good 
cuttable grade. Capes and Cabs from 
50ce down can be moved. Better 
grades are going begging. 
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Small but steady call for men’s 
grey suedes at 38 and 32c. Hair 
types quoted up to 60c, but the de- 
mand is light. 

Iranians still moving well at 26c, 
22c and 18c but new orders not as 
plentiful as a month ago. Top grades 
diverted into high color garment 
leather at prices up to 38c. 


Belting Fair 

Belting leather tanners of Phila- 
delphia say business continues to 
show a slightly upward trend. Rough 
leather tanners still not feeling it 
to the degree that the curriers are, 
since the latter are maintaining their 
policy of not buying more than 
enough to keep their inventory up. 
However, as curriers sell more, they 
must buy more so that generally 
there is a tone of optimism prevail- 
ing. 

No change in rough leather prices. 
Curriers say that their lists are still 
the same. These prices have been 
the same for several months. 


Bag, Case and Strap Limited 

Demand for bag, case and strap 
leathers still very limited. Holiday 
dullness has added to the slow mar- 
ket in evidence during the past few 
weeks, 

Prices still more or less nominal 
awaiting new business to develop 
and define market values more ac- 
curately. Case leather remains 
around 4le for 2-24% ounce, and 43- 
4Ac for 3-314 ounce. 

Russet strap leather prices un- 
changed, Grade A being quoted at 
5le for 4/5 ounce, 53c for 5/6 
ounce, 55c for 6/7 ounce, 57e for 
7/8 ounce, 59c for 8/9 ounce, 62¢ 
for 9/10 ounce and 65c for 10/11 
ounce. 

Grade B continues about 2c less 
and Grade C 4c below the Grade A 
levels. Colors bring 2c more and 3c 
higher is charged for glazed over 
russet prices. 


Work Glove Same 

No particular change in work 
glove leather reported within past 
week. New business started slowly 
this week owing to the Labor Day 
holiday with buyers and sellers alike 
inclined to feel out the market while 
awaiting new developments. With 
the religious holidays the latter part 
of the week, it appeared that busi- 
ness done for the period as a whole 
would be of rather light volume. 

Prices continue steady for work 
glove splits. LM weight of No. 1 
grade quoted at 17c, No. 2 grade at 
l6c and No. 3 grade at 15c. M 
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weight also remains unchanged, No, 1 
at 18c, No, 2 at 17c¢ and No, 3 at 16c. 


Garment Slower 
New orders for sheepskin garment 
leather coming in more slowly, ac- 
cording to some sources. Dullness 
partly attributed to Labor Day and 
religious holidays. In several quar- 
ters it was expected there would be 





SOLE LEATHERS 


BENDS, BACKS, CROPS, HEADS 
SHOULDERS, BELLIES, SHANKS, Etc. 


OUTSOLES 


MEN'S - WOMEN'S - BOY'S 
MISSES’ - CHILOREN'S 
IN ALL GRADES AND WEIGHTS 


Headquarters for Sole Leathers 


Complete line of leather INSOLES 
and leather COUNTERS 











COLORED LEATHERS 
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COBBLERIGHT 


If colors are your problem, write for 
free swatches. 

ELK, SMOOTH, ALLIGATOR 
GRAINS... SIDES and KIPS... 
in staple shades and high colors. 


Te 474 ee 


of Allied Kid Company — 145 South St. 
Boston 11, Mass. 














MOCCASIN 
COWHIDE 


at its colorful best 


Fashionably Soft for comfort. Most 
Adaptable to laced moccasins 
and casuals . . . finest full grain 
you've ever seen! 

SHOE SPLITS: Grain finished for 
mellow chrome uppers . . . Retan 
for soles... 

GLOVE SPLITS: Complete price 
range .. .Quality always uni- 
formly high. 


Write for swatches today! 


LOS ANGELES 
TANNING CO. 


4101 Whiteside Street 
Los Angeles 63, California 

















St. 
OHIO LEATHER © a Sek “Sit 


ve. 0. 
ts, PATTON te THER ‘Soe 


Locust St. 
LIEDMAN-CUMSINF ancltco 
St. and Orient) 
“en ‘A. HERTZ 
land 
Ma Pq “ London W.!, ene 
(Export Lone Director) 








a renewed large demand within the 
next few weeks for the coming sea- 
son. 

Some buyers, of course, have been 
buying regularly and covered re- 
quirements for immediate and nearby 
needs fairly well but some reordering 
of leather can be expected as the 
season progresses. 

Suede ranges from 37-38c on ordi- 
nary tannages up to 40-42c and down 
on good tannages. Grain finish still 
quotable around 36c for tannery run 
up to 43c and down for very choice 
tannage. 

Horsehide garment leather busi- 
ness still tends to lag, reflecting com- 
petition from other types. Market 
quoted at 42c and down but new 
orders for civilian garment leather 
business slow. Cattlehide garment 
leather a feature at 34-36c down and 
some choice assortments at 38c and 
down with prospects bright for big 
footage orders at these competitive 
prices. 

Kid Expectant 

Kid leather tanners of Philadel- 
phia say that while business is still 
on the “slowish” side, there is a good 
deal of feeling that business will in- 
crease very soon. Most tanners said 
that they had little business as a 
direct result of the Leather Show, 
but that orders in good amounts 
should be coming in in the near 
future. 

Black still top year-round color 
and most orders are for black suede. 
Some business in black glazed. 
Some tanners reported quite a little 
interest in white developing this past 
week. 

Color is again a matter of concern 
to tanners, and many showing in- 
creased interest in putting out vari- 
ous samplings, but as yet there has 
been no real business in them. Blues, 
from light to dark gray and gold 
were the shades most interesting. 

Linings reported in excellent de- 
mand and even during the current 
period of decreased activity, they 
have sold well. No business reported 
either in satin mats or in crushed 
this past week. 

Although in some instances raw- 
skins eased off in price—very slightly 
—the decrease was insufficient to 
make much of a difference and tan- 
ners still consider the prices they 
must pay for skins much too high. 

Average kid leather prices: 

Suede 32c-96c 
Slipper 25c-60c 
Glazed 25c-1.00 
Crushed 35c-75c 
Linings 25c-55c 
Satin Mats 69c-98c 
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Tanning Materials Same 


Raw Tanning Materials 


Divi Divi, Dom., 48% basis shp’t, bag.. .$72.00 
Wattle bark, ton ....‘‘Fair Average’’ $100.00 
‘“‘Merchantable’’ $ 97.50 
Sumac, 28% leaf 
Ground 


Valonia Cups, 30-32% guaranteed ...... 
Valonia Beards, 40-42% guaran- 
$77.00-78.00 


Mangrove Bark, 30% So. Am. ....$58.00-59.00 


Tanning Extracts* 


Chestnut Extract, Liquid (basis 
25% tannin), f.o.b. plant 
Tank cars ....... iveoaus 
Barrels, 6.2. 1.2.2. 
Barrels, 1.c.1. oe oe 
Chestnut Extract, Seneeee (basis 
60% tannin), f.0.b. plant 
DE MES vn ag SEU ulasiem 56 & 64.564 & oad 11.28 
Bags, l.c.1, , . 
Cutch, solid Borneo, 55% senate 
Hemlock Extract, 25% tannin, tk. cars 
f.o.b. works 
De Mike pawvebeumanecsese th onesene 
Oak bark extract, 25% tannin, Ib. 
bbls. 6%-6%, , 
Quebracho Extract: 
Solid, ord., basis 63% tannin, c.l. .11 31/64 
Solid clar., basis 64% tannin, c.l. .12 3/16 
Wattle extract, solid, c.l., East African 
60% tannin 
Wattle extract, solid, c.l., South African 
60% tannin 
Powdered super spruce, bags, c.1. 
05%; Le.L 
spruce extract, tks., f.0.b. wks. . 
Myrobalan extract, solid, 55% tannin. 
eee extract, powdered, 60% sales 


Pal extract, powdered, 63% tannin .09% 
Quebracho Extract. Powdered, Swedish 
spray dried, 76-78% tannin .... -16% 
Wattle Extract, Powdered, Swedish, 
73% tannin 
Powdered Spruce, spray dried, Swedish .04 
Myrobalan, Swedish, Powdered 68-70% .11% 
Oakwood, Swedish, solid, 60-62% .... .11% 
Oakwood, Swedish, powdered, 64-66% .12 
Larchbark, Swedish, solid, 54-56% .. .11% 


Larchbark, powdered, Swedish spray- 
dried, 58-60% 


Tanners’ Oils 


Cod Oll, Nfid., loose basis, gal. 

Cod, sulphonated, pure 25% moisture .. .13 

Cod, sulphonated, 25% added mineral 
-11%-.12 

Cod, ene _— added Ss a 

Castor oll, No. 4 CP. os. ‘Let. vatnee ee 

Sulphonated castor oil, 75% ....... 

Linseed oil, tks., f.0.b. Minn. 

drums 

Neatsfoot, 20° C.T. 

Neatsfoot, 30° C.T. 

a prime drums, cl. 


Neatsfoot, sulphonated, “15% wage 

Olive, denatured, drs. gal. 

Waterless Moellon 

Artificial Moellon, 25% moisture . 

Chamois Moetlon, 25% moisture .. 

Common degras ......... “ee 

Neutral degras 

Sulphonated Tallow, 75% 

Sulphonated Tallow, 50% 

Sponging compound 

Split Oil 

Sulphonated sperm, 25% moisture .. 

Petroleum Oils, 200 seconds visc., tks., 
f. 


*Imported Extracts are plus duty. 


September 12, 1953 





PACKER HIDE SALES SLACKEN 
AS HOLIDAYS SLOW PACE 


Price Trends Uneasy As Trade Readies Itself 
For Fall Season 


Big Packers Slacken 

Branded hides kept sold up into 
the kill which helped packers to 
maintain a strong position on these 
selections but failure of volume trad- 
ing to develop in these hides last 
week tended to ease the situation 
somewhat. Southwestern light av- 
erage branded cows bought in the 
preceding week on the steady basis 
of 16c were said to be going for de- 
livery on the hide exchange. 

Evidence of an easier undertone 
seen in some resale business at lower 
prices involving June branded steers 
at 13c for butts and 12M%c for Colo- 
rados as well as resale June branded 
cows at 15c. Resale lots of light na- 
tive cows offered by dealers reported 
obtainable at 184%4c and June heavy 
native steers became available this 
week on a resale offering at 17c. 

Packers have difficulty in interest- 
ing buyers in view of resale lots tend- 
ing to undermine the market. The 
easier undertone caused some tan- 
ners to bid only 17c on heavy native 
steers. Light native steers alone diffi- 
cult to sell at 18c with bids at 1744c 


and one of the packers late in the 
preceding week sold a few heavies 
and lights salted together at 174c 
for both weights. 

Both northern and river heavy 
cows have sold at 17c, mainly to 
dealers and some resale lots of these 
hides may become available later. 
Tanners inclined to bid half cent 
down or 16'%c for rivers. A few 
scattered sales of bulls passing at 
12-12\%4c for natives and 11-11%%4c 
for branded. About 1,000 Ft. Worth 
bulls sold at lle for natives and 10c 
for brands. 


Independents Steady 

Large midwestern independent 
packers inclined to sell steadily at 
going big packer prices. One large 
independent packer sold 1,400 In- 
dianapolis light cows at 184%c and a 
car of bulls at 1214c, about 600 of 
the latter involved. Although asking 
17\4c for a week or more, Packers’ 
Ass’n. finally accepted 17c on 2,200 
heavy native cows. 

In the east, one packer sold 700 
New England heavy native steers at 





HIDE FUTURES 


COMMODITY EXCHANGE, INC., FUTURES MARKET 





Close 


Sept. 10 


October 17.15B 


January 16.18B 
April 15.75B 
July 15.48B 
October 15.20B 
January 14.90B 


High Low Net 
For Week For Week 
17.50 17.18 
16.50 16.25 
16.04 16.00 
15.50 15.50 
15.45 15.39 
15.15 15.09 


Close 

Sept. 3 
17.47T 
16.50T 
15.95B 
15.65B 
15.35B 
15.00B 


Change 
—32 
—32 
—25 
—I17 
—I15 
—10 


Total Sales: 206 Lots 








HIDE AND SKIN QUOTATIONS 


Present 


Heavy native steers 17-17% 
Light native steers 1714-18 

Ex. light native steers .... 21N 
Heavy native cows . 1612-17 
Light native cows ........ 18 -18% 
Heavy Texas steers .... 14 -141%4 
Butt branded steers ..... 14 -1414 
Light Texas steers ........ 1544N 
Ex. light Texas steers . .. 18'12N 
Colorado steers ........ 13-13% 


Week Ago Month Ago Year Ago 
17% 17 16% 
18 17%4 17% 
21 204-21 19 
17 17 -18 18 -18% 
18%, 18 -18'14 1714-184 
144% 13% 13 
1444 13, 13 
15% 15 15% 
18% 18), 17% 
132 12% 12% 


ACID FAT LIQUORS 
SULPHONATED OILS 
EMULSIFIED OILS 


SULPHONATED 
TALLOW 


FLEXOLE 


CHEMICAL 
SPECIALTIES 


‘Always Reliable”’ 


LEATEX CHEMICAL COMPANY 
2722 N. HANCOCK ST., PHILADELPHIA, PA. 





1514-16 152-16 15-15% 
“124 101-12 91-10 


Branded cows .... 15 -16 
Native Bulls - 412 «32% 12 
Branded Bulls ll -11% ll -114% 9V;-11 81-9 
Packer calfskins .. 4714-55 4714-55 47 /2-51B 40 -45 
Packer kipskins 27-32 25-33 27 «+32 29-35 
NOTE: Price ceilings have now been completely ended by the government. All 
remaining goods and services have been removed from price controls. All regulations 
winding up controls require that applicable records be held until April 30, 1955. 


LIQUID 
POWDER 


WATTLE : 
CHESTNUT ° 


TANNERS EXTRACTS 


IMPORTERS AND 
MANUFACTURERS 


STANDARD 
DYEWOOD 
COMPANY, INC. 


40 LOCUST STREET 
MEDFORD, MASSACHUSETTS 
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1714c and heavy native cows at 17c. 
Previously, Baltimore heavy native 
steers sold at 18c. Eastern packers 
also offered Colorados at 134c and 
Harrisburg light hides at 181%4c for 
natives and 15'4c for brands. About 
3,000 Eastern small packer branded 
steers sold at 13c. 


Small Packers Wanted 

Operators in small packer hides 
found it somewhat easier to obtain 
bids of 1414-15c for midwestern pro- 
ductions in the medium average 
weight range. 

A few sales resulted at the top 
figure and also at 151,c selected fob. 
shipping points for 50-52 lb. avg. 
hides of good quality and at 14%4c 
for some 54-55 lb. avg. rawstock. 
Many buyers only bidding 14c on 
the latter. 

Lighter descriptions such as 45 |b. 
avg. last sold at l6c and 48-50 |b. 
avg. at 15Yc sel. fob. Other average 
weights more or less nominal await- 
ing sales to establish market values. 

Some business in small packer bulls 
materialized at 10c selected fob., said 
to be going for export. 


Country Hides Ease 
This market has eased in the 
absence of stimulation from buy- 











for producing... 


Derren LEATHERS 
MORE ECONOMICALLY 


EXTRACTS 
PANCREATIC BATES © FILLERS 

SOLE LEATHER FINISHES 
TANNER’S SUGAR e TANNER’S LIME 
CHEMICALS 


ers. Locker-butcher hides averaging 
around 50-52 lbs. quoted not over 
124%4c for new business while some 
mixed lots about 50 lbs. avg. con- 
taining moderate quantities of ren- 
derers have sold at 12c flat tr’d. fob. 
shipping points. 

Country hides still available here 
and there with renderer hides re- 
poston obtainable in the range of 
111%4-12c. In carload lots, country 
bulls quoted 9c bid and 914c last 
paid which is currently asked. Coun- 
try bulls nominal at 714-8¢ fob. ship- 
ping points. 

Calf and Kip Move 

One of the big packers sold 8,500 
Chicago-Winona calf at 50c for heavy 
and 55c for light in combination 
with 5,500 southeastern calf at 40c 
for heavy and 45c for light. 

Production of kip has been in- 
creasing seasonally and packers have 
been selling these skins freely, mov- 
ing a large volume within the past 
week on the basis of 32c for north- 
ern, 33c for Evansville and 37c for 
Nashville. Previously, Nashville kip 
sold at 41c. Most of the buying has 
been for export. 

Appreciable quantities of over- 
weights sold at 29c for northerns 
with Nashville production later sell- 
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We invite your inquiries and permission to 
prove better yields with LINCO PRODUCTS 


L.H. LINCOLN & SON, INC. 


COUDERSPORT, PENNA. 
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ing at 28c. Southern kip nominal at 
30c with overweights at 27c. 

Packer regular slunks unchanged 
at $2.05 and large hairless at 85c. 
Small packer and country skins 
steady for the most part. In carload 
lots, small packer allweight calf hold- 
ing around 40c and kip at 2214-25c. 

Some light average country calf 
sold at 2414c trimmed while kip last 
brought 18-1844c. More country kip 
offered at steady prices brought re- 
turn bids of 1744c. 


Horsehides Weaker 

Weak undertone reported by sev- 
eral reliable sources in this market. 
Business very slow, reflecting the 
slowdown in civilian garment leather 
business and lack of new gov't. or- 
ders for gloves, etc. As a result, in- 
terest for northern slaughterer whole 
hides is rather limited at $10.00 un- . 
trimmed and $9.00 trimmed, last 
paid fob. shipping points. 

In cut stock, northern fronts have 
sold down to $6.00-6.25 as to quality. 
Butts, however, in a comparatively 
better position due to a fair demand 
still continuing for cordovan leather 
in shoes and market for 22” and 
up productions still quotable at 
$3.50-3.75. 


Sheep Pelts Mixed 

Prices realized by big packers on 
fall clips and No. 1 shearlings still 
fall within a wide range depending 
upon quality, section of origin, ship- 
ping costs, etc. Some big packer 
No. 1 shearlings sold as low as $2.10 
fob. west coast but this basis con- 
sidered somewhat on a par with com- 
parable midwestern quality skins in 
a range of $2.35-2.50. 

Sales of midwest productions, as 
to quality, made from $2.25 for less 
desirable lots up to as high as $2.75 
while fall clips have ranged $3.00- 
3.25. The No. 2 and No. 3 shearlings 
have eased a nickle on late sales at 
$1.70 and $1.10 respectively. 

Meanwhile, lamb pelts somewhat 
firmer, Sept. productions — being 
quoted $3.30 to $3.50 per cwt. live- 
weight basis due to increased wool 
yield and fairly stable market for 
pickled skins. 

Pickled skins sold steady at $17.50 
per dozen for lambs. Full wool dry 
pelts nominally unchanged at 28- 29¢ 


fob. 


Dry Sheepskins Drag 
Selling quarters continue to report 
a dearth of business in these varieties. 
Some inquiry for Brazil cabrettas but 
as shippers are able to obtain much 
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higher prices in Europe, difficult to 
confirm any sales locally. Offerings 
reported of regulars at $13.25 fob 
and specials at $17.00 fob. Latest re- 
ports that Germany paying the equiv- 
alent of $13.50 for the regulars while 
some small lots of specials sold here 
at $15.50 fob. 

Other varieties of hair sheep slow 
and nominal. Interest for Nigerians 
but few offered. Last confirmed sales 
at 62c for Kanos and 73c for Sokotas, 
basis primes. No interest in shade 
dried Mombasas, especially at prices 
asked by shippers. Mochas, Addis- 
Ababas and dry salted Sudans are 
nominal. 

Wool sheepskins continue firm at 
origin with pullers showing relatively 
little interest here especially at prices 
asked. At the last Australian auc- 
tions, Melbourne reported 20,000 
skins offered and sold at unchanged 
levels while Sydney reported 40,000 
offered and generally par to two 
pence lower. Although some offer- 
ings of South American descriptions, 
sellers unable to do anything. 

Shearlings continue slow and nom- 
inal. Only occasional sales noted of 
South Americans as other varieties 
too high for buyers here. 


Pickled Skins Nominal 


Foreign skins slow and nominal. 
With the New Zealand season over, 
other varieties are difficult to sell on 
account of the high asking levels. 

Domestic market seems to be hold- 
ing fairly steady as further sales of 
lambs at $17.50 per dozen. Sheep 
nominally quoted $18.00-18.50 per 
dozen. 


Reptiles 


Although buyers still showing little 
interest there has been some activity 
especially in U.P. whips. Reported 
that 10,000 U.P. bark tanned whips, 
4 inches up, averaging 41% inches, 
60/40 selection, sold at 3614c and 
buyers are now looking for further 
lots. 

Slowing up in demand for lizards 
and according to reports, shippers 
who had not completed their con- 
tracts have requested buyers to ex- 
tend credits. 

No interest in ring lizards with 
buyers even willing to submit bids. 
Offerings of wet salted ramgodies, 
10 inches up, averaging 14 inches, 
75/25 selection, Sept.-Oct. shipment, 
at 10c, not taken. Brazil market slow 
and nominal. 

Season is over for back cut tejus 
with some available. Giboias and 
chameleons offered but no interest. 
While shippers are asking 45c for 
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the former, sales possible at 40c and 
chameleons available at 15c for reg- 
ular selection. 


Deerskins Firm 


Shippers have firmed up in Brazil 
and are refusing bids of 52c fob, 
basis importers for Para and Manaos 
“jacks,” firmly holding for 55c fob 
and even higher. Report that some 
Maranhao “jacks” sold at 59c fob 
with shippers asking 60c fob and 
higher on further lots. 

Some Honduras deerskins sold at 
371oc ex-dock. New Zealand market 
continues slow and nominal due to 
lack of offerings. 


Pigskins Drag 


Fulton County buyers still show- 
ing relatively little interest and then 
at low levels. According to reports, 
ideas are around $2.00 basis manu- 
facturers for Manaos grey peccaries 
which would mean importers would 
have to buy at around $1.70 fob, and 
shippers have been asking around 
$1.85 fob. 

Notwithstanding a lack of buying 
interest here, shippers not accepting 
counter bids. Latest reports from 
Europe that buyers there seem to 
have satisfied their immediate re- 
quirements and not showing much 
interest in offers. 


Goatskin Prices 


INDIA & PAKISTAN Today Month 
Amritsars (1200 Ibs.) ...$7.90-8.15 $8.15-8% 
Best Patnas ‘ Nom. 
Mozufferpores .-7% Nom. 
Dinajpores 3 Nom. 

Nom. 
Calcutta Kiils 


TolMol 7/7, Amelie) 4) 


Coconadas (1.70/1.80 Ibs.) Nom 
Deccans (1.70/1.80 Ibs.) ..$8.25 


CHINAS 

Szechuans, Ibs. .......... Nom. 
Hankows, Ibs. ........... Nom. 
Chowchings, dz. ......... Nom. 


MOCHAS 

WereTANS cc ecvcccccccece NOM, $8\-9 
po PPT Pere ere Nom 
Battig ..cceccsccccccccccchhie2l $12%-11.35 
Batti types .........++++.$9.40 $9.60-9.85 
Addis-ababas m Nom. 


AFRICANS 

ARIES ciccics cect seccceces . Nom. 
Marakesh .......ceeeeees " Nom. 
Casablancas . Nom. 
Constantines Nom. 
IR cnc on bn cece Comdhonss Nom. 
Tangiers ' Nom. 
West Province Ex. Lts. .. 48c¢ 48c 
Port Elizabeth Ex. Lts. .. 46c 46c 
Nigerians, Ibs. $1.02-05 $1.02-05 
Mombasas, dZ. .......0++: $8%-10%  §9.75-11 


LATIN AMERICANS 
Mexicans 

Matanzas, etc. (flat) .. 
Oaxacas . 


Venezuelans 
Barquisimetos 
Coros 
Maracaibos 


Colombians 
Rio Haches 
Bogotas 


West Indies 


Haitians 
San Domingos 


Brazils 


Pernambucos 


Argentines 
Cordobas/Santiagos 


Peruvians 


Ayacuchos 
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® Alex Strauss of Strauss Tanning 
Co., Peabody, Mass., tanner, has re- 
turned from a trip to the Milwaukee 
and St. Louis areas where he found an 
active interest in the firm’s white 


suede splits and sole leather products. 


® Ralph Scheinholtz, founder and 
president of Los Angeles Tanning Co., 
Los Angeles tanner of sides and splits, 
was one of the featured speakers at 
the Sept. meeting of the American 
Chemical Society, Southern California 
Section, held Sept. 4 on the campus of 
the University of Southern California. 
Scheinholtz, generally accredited as 
originator of the Southern California 
tanning industry, spoke on “The 
Chemistry of Leather Tanning.” 


® Milton F. Reich has been ap- 
pointed assistant to the president of 
Robern Shoe Mfg. Corp., New York 


women’s shoe manufacturer. Reich 
is also comptroller of the company. 


® Thomas C. Tarbox has been 
named to head the Mid-Atlantic sales 
force of Dewey and Almy Chemical 
Co. of Cambridge, Mass., as part of 
the company’s ‘sales expansion pro- 
gram. Tarbox, who will work out of 
New York City, will handle sales of 
all Darex organic chemicals. His ap- 
pointment follows that of John 
Broughton, recently promoted to han- 
dle sales in the Chicago Mid-West ter- 
ritory. 


® George W. Newman, Jr., presi- 
dent of George W. Newman Leather 
Co., Cincinnati, hag been appointed a 
trustee of the Cincinnati Club. A 
member of the Club since 1921, New- 
man is affiliated with the Battlers Table 
and is one of the Club’s best bowlers. 
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Whatever the symptoms, let Dyo- 

Flex be your doctor. Send all your 

leather finishing problems to us. 

Dyo-Flex will supply the right fin- 

ish, and the right color for any 

leather. When you want leather 

finishing information, just write 

to Dyo-Flex, P. O. Box 9007, 2200 

Central Expressway, South, Dallas, 
Texas. 
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®@ Edward Spector has been elected 
president of Dial Shoe Co., Inc., Phila- 
delphia retail shoe chain. He succeeds 
his father, Abram Spector, who has 
been named secretary and treasurer of 
the 25-store chain which operates 
stores in New Jersey, Pennsylvania, 
Maryland and Delaware. 


® Guy Barile is now associated with 
Zuckerman & Fox, Inc., New York 
City manufacturer of women’s high- 
style shoes, 


® Henry M. Dubin has been ap- 
pointed sales manager of Omega Shoe 
Co., St. Louis producer of “Junior 
League” casuals. He succeeds Sidney 
Slay, now with Vogue Shoes, Inc., of 
Los Angeles. Dubin has been associ- 
ated with Richard’s Shoe Stores in St. 
Louis for the past eight years. 


@ Lew Ellis of Auburn, Me., has 
been named Maine sales representative 
for Gordon A. Brawley and Associates 
of St. Louis and Columbus. 


® Earl Baldwin, formerly assistant 
superintendent at the Frankfort, Ky., 
plant of General Shoe Corp., has been 
named superintendent of the Danville 
plant. Baldwin has been with Gen- 
eral Shoe for the past 13 years. He 
succeeds J. DeWitt Smith, recently 
promoted to the company’s Nashville 
plant. 


® Melvyn Potash, shoe designer and 
pattern executive, has joined Golo of 
Dunmore, Dunmore, Pa., maker of 
women’s welt shoes. Potash is the son 
of William Potash, veteran New 
York shoe designer. 


® Laurence F. Whittemore, presi- 
dent of Brown Co., Berlin, N. H., 
manufacturer of shoe innersoles, is one 
of 20 business leaders named to the in- 
dustry advisory committee of the New 
England Colleges Fund. The group 
will offer advice in a program to enlist 
broad support from business and in- 
dustry for liberal arts in New England. 


© Waldo W. Neikirk has been 
elected treasurer of Dewey and Almy 
Chemical Co. of Cambridge, Mass. He 
retains his position as controller. 
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News Quicks 


About people and happenings ceast to coast 





California 


® Pinches Karl, founder of Karl’s 
Shoe Stores, Ltd., bequeathed an estate 
exceeding $1,000,000 to members of 
his immediate family. Named “Man 
of the Year” by Shoe Industry Divi- 
sion of United Jewish Appeal, Karl 
died recently in a Hollywood hospital 
following a heart attack. 


@ M. Aschheim Co., Inc., dealers 
and brokers in hides and skins, has 
moved from Room 1620 to larger 
quarters in the building at 7 South 
Dearborn St., Chicago. Firm is now 
located in Suite 831. 


Massachusetts 


© Ground has been broken for the 
new plant of Gagan Brothers, Inc. 
of Everett. The plant will be located 
on Boston St., corner of 3rd St. The 
concern will now incorporate all its 
branches in one building—offices, lab- 
oratories, factory and warehouse. Pre- 


finishing process for edges on rubber 
and leather soles was developed by 
James Gagan, chief chemist. Other 
developments for shoe trade include 
natural grain bottom finishing proc- 
ess, dry bright edge stains for leather, 
rubber and synthetic soles and spec- 
trum type finishes for vari-colored 
heels. 


®@ Business of Victory Wood Heel 
Co., Haverhill, has been liquidated. 
Firm will continue under name of 


David Wood Heel Co. 


@ A 12% percent Chapter XI settle- 
ment of Hermal Shoe Co., Inc., has 
been confirmed by Referee Wilfred D. 
Smart, Boston. Checks will go out 
within 30 days. Government claim 
has been deferred to allow confirmation 
action. Debtor has posted an addi- 
tional $72,000. 


© Some 13.36 percent of total out- 
standing Regal Shoe Co. stock is now 
held by Brown Shoe Co, During 
month of Aug. Brown acquired 2,000 


shares of Regal stock. A report that 
Brown has agreed to purchase addi- 
tional shares of Regal stock on an ex- 
change basis—eight shares of Regal for 
one of Brown, has been termed “sub- 
stantially correct” by James F. White- 
head, Regal president. 


®@ An estate estimated at $40,000 was 
left by Dexter S. Andrews, former 
manager of Haverhill office of United 
Shoe Machinery Corp. 


® Berned Shoe Co., 207 Essex St., 
Boston, announces availability of a 
new rental bowling oxford from its 
Sport King line. Each bowling oxford 
has the size permanently stitched in 
large colorful leather on back of shoe. 
Listed price is $5.35. 


® Regal Shoe Co., Whitman, is pre- 
senting its first men’s black cordovan 
dress shoe, will utilize 45 newspapers 
in cities in which its 111 retail stores 
are located. Shoes will retail at $12.95. 


® Cc. A. Eaton Co. of Brockton, 
manufacturers of Etonic All-Weather 
Golf Shoes, has just awarded a Nash 
Rambler Country Club to Lester 
Chamberlain of Los Angeles. Cham- 
berlain was winner of a contest for 
Etonic salesmen based on greatest per- 
cent of sales increase between com- 
pany’s eleven sales territories. 
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You can go through life without the 


BLUE, BOOK 


... but why make things tough for yourself? 
It’s the most informative, comprehensive, and 
accurate guide to the industry published. 


The Rumpf Publishing Company 
300 W. Adams St., Chicago 6, Ill. 








DERMABATE COMPOUNDS 
LIQUID EXTRACTS 


HEMLOCK . 
STAINLESS SUMAC .- 
QUEBRACHO 

SPECIAL DIPPING EXTRACTS 


AMERICAN EXTRACT CO. 


Manufacturers of the Largest Variety of Vegetable Tanning Exsracts 


PORT ALLEGANY, PA. 


McArthur Chemical Go., Ltd., 20 St. Paul St., West, Montreal; 
73 King 


Rey Wilson, Dickson Ltd., 7-8 Railway Approach, Londen, S.E.! 
Getz Bros. & Company, San Francisco, Callf.; New York City 
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ORDINARY SUMAC 
RAPID TAN “G” 


ESTABLISHED 1887 


REPRESENTATIVES: 


St., West, Toronto 
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president of International Shoe Co., 
who died last June 9, left an estate 
valued at $989,774. Bulk of the es- 
tate consists of $716,109 in stocks, in- 
cluding 7800 shares of International 
Shoe Co. common stock valued at 
$305,175; bonds worth $217,753, and 
$48,084 cash. 


Missouri 


® Delmar Shoe Co. has _ been 
granted license to operate a Queen 
Quality Shoe Store in downtown St. 
Louis. Delmar also took over opera- 
tion of the Queen Quality store in 
Clayton, suburban St. Louis County. 


® Proctor Counter Co, is planning 
to move during next two months to a 
new plant now under construction in 


Brentwood. 
® Thecdore Moreno, retired vice 


® In an election two weeks ago, work- 
ers at Deb Shoe Co., Owensville, 
again voted down affiliation with 
C.I.O. by almost three to one. Some 
200 employes voted against affiliation 
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acaues Wolt Chemicais 
PRODUCE HIGH GRADE LEATHER) 


FUNGIZYME BATES 





SYNEKTAN 0-230 
FAT LIQUOR L-90B 
( For White Leather At Reasonable Cost 
“i White Leather In Sheep, Goat, Calf 
Or Sides 
White Tan In Combination With 
Chrome 


White Nubuck, White Suede 
White Bleached Chrome Stock MONOPOLE OIL 
White Extract Type Of Leather (For Finishing) 


Samples and information upon request. 


AS — BS — CS 
Pancreatic bating salts of 
standard, controlled 


quality. 
SULPHONATED OILS 
(Various Bases) 





JACQUES WOLF o. 


Passarc.m. os. 
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with any union and 72 voted for affili- 
ation with the C.I.O. 


® Manufacture of ladies’ shoes was 
begun July 1 by Jonesburg Enter- 
prise, Jonesburg. The company is 
owned and operated by Max Walke- 
witz of St. Louis. Factory currently 
employs 40 workers but by Oct. 1 the 
number of employes is expected to be 
increased to between 150 and 200. 


© International Shoe Co. at St. 
Louis has declared regular quarterly 
dividend of 60c on common stock pay- 
able Oct. 1 as of record Sept. 15. 


New Hampshire 


® Some 400 employes of Interna- 
tional Shoe Co., Lake St., Nashua, 
face lay-offs of three weeks or longer 
as a result of a lack of orders for 5B 
grade shoes. Early last month, union 
employes at the factory rejected a 
company offer which would have 
meant reduced rates for piece workers 
but a greater assurance of steadier em- 
ployment for plant personnel. 


© More than 50 of 739 delegates at 
the eighth annual New Hampshire In- 
dustrial Management Conference were 
from J. F. McElwain Co., shoe man- 
ufacturers of Manchester and Nashua. 
Conference was held at University of 
N. H. in Durham under auspices of 
UNH Extension Service and the State 
YMCA. Robert C. Erb, president of 
McElwain, acted as banquet toastmas- 
ter. 


@ Elaine Ruggles, “Miss New Hamp- 
shire of 1953,” selected half a dozen 
pairs of Quali-Craft shoes, manufac- 
tured by Evangeline Shoe Co., Man- 
chester, as part of her wardrobe for the 
famed Atlantic City pageant. 


@ Jj. F. McElwain Co. and Salvage 
Shoe Co., Manchester, employing 
some 2,700 workers closed Sept. 2 
when the mercury hit 98 degrees and 
a new record was set for the fourth 


time in six days. 


New Jersey 


©@ Beta Casuals has started produc- 
tion of women’s California process 
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footwear at 1325 13th St., North 
Bergen. Sol Linder is production su- 
perintendent. 


@ Exclusive Footwear Corp., St. 
Francis St., Newark, was adjudicated 
bankrupt when it abandoned a Chap- 
ter XI plan. An offer of $3,000 for 
some assets made by Max L. Rosenstein, 
Newark attorney for debtor, was ac- 
cepted. Assets sold do not include 
trustee’s interest in lease for premises 


tors by creditors’ committee through 
Tanners’ Council Associates. Liabilities 
of the concern which manufactures 
women’s shoes were about $310,000 
when committee took over control. 


® Charles Meis Shoe Company, 
Cincinnati, wholesalers of shoes and 
house slippers, is not affiliated with 
Charles Meis Shoe Manufacturing Co. 
of Lebanoa, Pa., according to August 
Levy, president of the former concern. 


branch store at 204 Walnut St., Har- 
risburg. 


@ Max Neckrich, stockholder and 
secretary-treasurer, has asked for ap- 
pointment of a receiver for Newtown 
Shoe Co., Inc., 697 Hazle St., Wilkes- 
Barre. It is reported that books and 
accounts of company are in such a 
state of confusion that it is impossible 
to ascertain present financial status. 
Some $13,975 is allegedly owed vari- 


at a monthly rental of $1,050, or duces dieiitincame’ 
trustee’s interest in accounts receivable 
with a face value of $180,000 on 
which factors have claims totaling 


$130,000. 


Pennsylvania 
® Farr Brothers Co. has opened a 


® Tanners’ Council of America 
will hold its annual spring meeting 


New Mexico 


® High heeled boots are having an 
effect on city ordinances out in Clovis. 
The City Fathers are rewriting an 
ordinance that allows outdoor signs 
over sidewalks providing the signs are 
6% feet off the ground. Westerners 
are getting taller and 6' feet is head- 
knocking distance for a person with 


high heeled boots and a tall hat. 


What Nooker Sodium Sulthvdrate 


does for the Leather you make... 


SOLE LEATHER—With Hooker Sodium Sulfhydrate, 
you can increase sulfide strength of the unhairing solution 
just as desired, and still keep alkalinity low. This means 
easy unhairing in limited time. Hides are ready when 
desired—without loss of hide substance from long im- 
mersion. Results: a minimum of swelling .. . greater yield 
of tight, solid, smooth-grained leather . . . a significant 
saving of time and extra operations in the beam-house. 


CALFSKINS AND HORSEHIDES— The tender grain 
of these skins is protected by Hooker Sodium Sulfhydrate 
from excessive swelling and plumping caused by high 
alkalinity. With Sodium Sulfhydrate, a minimum of 
swelling takes place, resulting in a better yield of fine, 


New York 


® Production has begun at new plant 
of Tropical Footwear Corp. now lo- 
cated at 335 McKibbon St., Brooklyn. 


Company manufactures women’s Cali- 
fornia process shoes. 


® Concerning bankruptcy proceed- 
ings of Madelon Handbags, Inc., 
N. Y. City, it is reported that general 
creditors will receive no dividend. 


smooth leather. 


GOATSKINS— Destructive bacterial action is held to 
a minimum, because Hooker Sodium Sulfhydrate in- 
creases the solubility of the lime and permits more con- 
stant pH value than with Sodium Sulfide. Sulfide content 
can be built up, with low alkalinity. Alkalinity can be in- 
creased or held as desired, without affecting sulfidity. 
Result: Greatly simplified control of quality, even with 
skins that vary widely in sensitivity. 


® No dividend will be received by 
general creditors in bankruptcy of 
Lucette Handbag Co., Inc., N. Y. 
City. 


When dissolved in lime, Hooker Sodium Sulfhydrate 
forms only half as much caustic soda as the same quantity 
of Sodium Sulfide forms. This gives you precision control 
of unhairing solutions—and many other advantages. 
Write today for a copy of Hooker Bulletin 500, “Sodium 
Sulfhydrate for the Leather Industry,” which suggests 
unhairing procedures for various leathers. 


HOOKER 
ELECTROCHEMICAL 
COMPANY 
| UNION ST., NIAGARA FALLS, N. Y. 


NEW YORK, N. Y. . LOS ANGELES, CAL. 
CHICAGO, ILL. .~ TACOMA, WASH. 


® Glyco Products Co., Inc., Brook- 
lyn, announces full-scale production of 
ethylenediamine tetraacetic acid and 
its salts. These products have proven 
valuable in containment of trace metal 
impurities. For example, when used 
in dyeing or textiles, the presence of a 
small percentage of a Tetrine produces 
brighter, cleaner, uniform shades with 
an actual over-all economy. Tetrines 
are exceptionally stable and function 
efficiently in highly acid, neutral, and 
strongly alkaline solutions. 





Ohio 


@ L. V. Marks & Sons Co. made a 
profit of about $7,500 during June 
and July according to a report to credi- 





CHLORINE e SODIUM TETRASULFIDE e SODIUM SULFIDE 


CAUSTIC SODA * MURIATIC ACID © PARADICHLOROBENZENE 
10-1398 
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May 13 and 14 at Bedford Springs 
Hotel, Bedford. 


® American Management Associ- 
ation’s national manufacturing con- 
ference will be held at the Bellevue- 
Stratford, Philadelphia, Oct. 28-30. 
Keynote of conference program will be 
production for a buyer’s market. Ses- 
sions will be devoted to such things as 
human relations in manufacturing, 
operations research, time-and-motion 
methods, modern manufacturing tech- 
niques. 


Tennessee 

® Fall production is planned for Gen- 
eral Shoe’s new streamlined one-floor 
factory in Nashville, Factory will 
manufacture Whitehouse & Hardy 
Shoes, a top-quality men’s line, de- 
signed to sell in the $20 price bracket. 
First Whitehouse & Hardy shoes will 
be shown at Chicago Shoe Fair in Oc- 
tober. 


Virginia 
© Hawes Coleman, Sr., late president 
and treasurer of Wingo, Ellett and 
Crump Shoe Co., Inc., Richmond, 
left an estate valued at $246,005. 





Canadian 
Notes 





® Canadian production of leather 
footwear continued to increase in 
May, rising to 3,602,246 pairs com- 
pared with 3,293,097 in the same 
month last year but below the preced- 
ing month’s 3,768,687 pairs. The first 
five-month total this year increased to 
17,920,622 pairs against 15,258,678 
last year. 

Moreover, production of footwear 
with soles other than leather advanced 
to 2,377,381 pairs in May or 65.9% 
of total output, whereas a year ago 
this was 2,170,600 but still the same 
65.9% of total output. In the first 
five months, such production has to- 
talled 11,352,352 pairs. 


® Shareholders of John A. Lang & 
Sons Ltd., which operates two tan- 
neries and a shoe factory at London, 
Kitchener, and Barrie, all in Ontario, 
together with a number of subsid- 


iaries, including Murray-Selby Shoes 
Ltd., will vote shortly on company 
proposals to establish a stock option 
plan for directors and key employees 
as well as to double the present author- 
ized capitalization of 100,000 n.p.v. 
common shares. 


® Wholesale prices of hides and 
skins are continuing to decline but 
wholesale prices of boots and shoes are 
still rising, according to the latest na- 
tionwide survey by the Canadian Gov- 
ernment, with unmanufactured leather 
prices reversing previous months’ 
climb by dropping. 


® Canadian imports of dyeing and 
tanning materials increased sharply 
to $5,319,000 in the first five months 
of 1953 as compared with only $3,- 
448,000 in the same period of 1952. 


© Wholesale prices of calf leather 
dropped 5.6% between June and July 
of this year, the Canadian Govern- 
ment reports. 
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SHOES... Shoe Thread 


Customers always think of the comfort and wear 
they'll get from o pair of shoes—and one of the 
most important factors in making shoes “‘livable” 
is strong, dependable Gudebrod Sewing Threads. 
The tensile strength, uniformity and pure dye of 
Champion threads make the stitching operation 
fast, smooth and economical... assuring the high 
quality stitching that goes with a high quality 
product. There's a Champion silk or nylon thread 
to meet your every sewing need... to stand up 
under stress and strain of operation... to take 
the wear-and-tear of customer use. Yes, they 
live in shoes stitched with Champion. 


Fudebrod Bros. Silk Co., Inc. 
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MERRILL WATSON 


(Continued from Page 9) 


last ten years one of the primary 
concerns of the Association has been 
Washington and wartime controls 
either from World War II or during 
the Korean episode. Now we are 
entering what promises to be an in- 
creasingly competitive peace-time 
economy. While military defense 
will still bolster our economy, new 
capacity will be turning out ever 
increasing quantities of consumer 
goods. There is already evidence 
that the struggle for the consumer’s 
dollar will be intense. 

“No one knows what’s going to 
happen, of course, but I’m _ betting 
there will be a great drive to cut cost 
and increase efficiency in almost 
every business. 

“Moreover there has been an in- 
teresting trend under way in associa- 
tions since World War II. In almost 
every important national association 
more and more attention and em- 
phasis has been given to the develop- 
ment of activities which either di- 
rectly or indirectly are aimed at 
helping members build sales. 


Five Phases 

“I think we must look at our ac- 
tivities in the light of these develop- 
ments. Our association work has five 
different phases. There are our serv- 
ices to members such as labor, tech- 
nical, statistical, etc.; meetings and 
conventions; responsibility to repre- 
sent a vital consumer goods industry 
with government agencies; public 
relations; and promotion. 

“I imagine that it is in the fields 
of public relations, promotion, and 
member services for an increasingly 
competitive economy that we shall 
be devoting a major part of our effort 
in the years ahead. Under Mr. Ste- 
phenson’s direction the Association 
made real progress. We have a good 
team and I hope that we shall be 
able to continue that progress.” 

Watson was asked about the tra- 
ditional “stability” of the industry— 
whether he thought shoe men should 
resign themselves to the slow but 
steady growth which hinged largely 
on population alone. 

“IT have no fixed ideas on this,” 
he answered. “I want to give it a 
lot of thought. However, I don’t be- 
lieve any industry should regard its 
position or potential as having rigid 
limitations — not until every possi- 
bility for sales growth has been fairly 
tested. For example, we’ve seen a 
slow decline—or at best a static con- 
dition—in production and consump- 


September 12, 1953 


tion of men’s shoes over the years. 
It would be wrong to resign ourselves 
to this no-growth status until we 
tried in every way possible to reverse 
this trend.” 

In principle, he is firmly opposed 
to the ideas of limitation. “The idea 
of limited growth is opposed to our 
whole scheme of things and the de- 
sire for an ever rising standard of 
living. It’s the job of every company 
and industry to fight like hell to 
build its sales.” 

“But,” he says, “I question 
whether, outside of special seasonal 
promotions, we can sell an ‘institu- 
tion’ like shoes or the shoe industry. 
In my opinion the most satisfactory 
promotional programs are more spe- 
cific. You take a specific product, 
analyze the market and the special 
problems surrounding it, then give 
it a specific treatment. For example, 
a ‘specific’ approach could deal with 
men’s summer shoes, rather than with 
all men’s shoes or shoes in general. 
The job of getting the overcoats off 
men’s feet in summer presents a real 


challenge. This is a task that could 
be attacked not only by individual 
manufacturers, but by a cooperative 
group as well. In turn programs 
might be developed for other types 
of men’s, women’s and children’s 
shoes, although in each case the ap- 
proach and objective might be en- 
tirely different.” 

Market research, Watson agreed, 
can be an important tool in develop- 
ing these programs. At the Carpet 
Institute the entire marketing pro- 
gram of the Institute was planned 
after comprehensive research rang- 
ing from dealer to consumer. 

“But market research has been 
considerably abused, in many in- 
stances. Some of its more ardent 
advocates have presented it as a cure- 
all for many distribution problems. 
It isn’t. It’s simply another tool for 
management, and an effective tool if 
used properly, but never a substi- 
tute for the most vital element in 
business—able management. 

“Many of the great businesses of 
the country developed without pay- 
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ing any attention to market research. 
Now that they have arrived many 
of them are finding research helpful 
and profitable. If the objectives are 
well planned, and the limitations of 
this research understood by mem- 
bers, it can provide a fundamental 
basis for almost all types of promo- 
tional work. The proper approach 
is particularly necessary, however, 
in the field of consumer research 
where attempts are made to find 
basic motivation for consumer buy- 
ing.” 

He can speak with authority on this 
subject. For example, just a few 
weeks ago he delivered a lecture at 
Yale University before a large group 
of trade association executives, on 
the scope, organization and types of 
market research, planning a market 
research program and how market 
research can be used by trade asso- 
ciations. 

Incidentally, he is unstinting in 
his praise of the industry’s promo- 
tional program “The New in Shoes.” 
Says Watson, “It has achieved re- 
markable results at an amazingly low 
cost. The National Shoe Institute, 
the cooperative group of manufac- 





Stability and limited growth aren't 
synonymous .. . 


turers and retailers responsible for 
this promotion can take real satis- 
faction in the way the idea has caught 
on. It demonstrates what a united 
industry can accomplish at little cost 
with a dynamic idea and _ proper 
guidance. We have even greater 
hopes for this program in the future. 

“Promotional efforts of course are 
a year-round job for individual man- 
ufacturers and retailers. An industry- 
wide effort such as “The New in 
Shoes’ merely serves to intensify and 
strengthen these individual programs. 
This is the real justification for co- 
operative industry-wide promotion. 
It can develop a message with a na- 
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tional impact far greater than that 
which might be achieved by the in- 
dividual manufacturer or retailer. 
“We must not forget, however, that 
the goal of product promotion, 
whether by an individual company 
or an industry, is not only to get 
attention and create interest but to 
produce sales. One of the illusions 
frequently found in cooperative pro- 
motions is that the activity of the 
promotions, posters, mats, ads, 
shows, etc., are taken as an end re- 
sult in themselves. Unfortunately 
it’s very easy to conclude from a 
bustle of activity that a promotion 
is going over. However, it’s the sales 
payoff that really counts. Moreover, 
there must be a constant feeding of 
fresh ideas, never giving the public 
a chance to develop an immunity 
toward the message or story.” 


There's no substitute for competent 
management... 


When Watson was asked if he had 
detected what might be called a 
“state of mind” typifying the indus- 
try, he answered, “Yes, I believe | 
have. It seems to me the industry 
has a slight tendency to be overly 
critical of itself. It might almost be 
called a guilt complex. Yet, there is 
no justification for this attitude. 
When the shoe industry is compared 
with many other industries it is clear 
that in general it has a fine record. 
Self-criticism is essential and healthy. 
Certainly an industry should never 
be self-satisfied but at the same time 
the industry can well afford to take 
justifiable pride in its accomplish- 
ments.” 

He cited as an illustration the matter 
of the shoe industry’s declining share 
of the consumer dollar. “Years ago, 
slightly over 2c of every consumer 
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dollar went for shoes. Today, it’s 
about 1.2c. I’ve heard quite a lot 
about this ‘declining share’ of the 
consumer dollar going for shoes. In 
my opinion, this concept is being 
used unrealistically. Carried to ex- 
tremes it can show some absurd re- 
sults and establish impossible goals. 
For example at present prices, to 
get 2% of disposable income today 
we would have to sell well over 800 
million pairs of shoes. Even the 
most enthusiastic salesman would 
shudder if he had to sell his quota 
of this goal. Our goals should be 
attainable and reasonable.” 


Over the past 25 years the indus- 
try has gained about 150 million 
pairs, or an average of 6 million 
pairs per year. Undoubtedly, the 
growth could and should have been 
greater in all types but certainly 
nothing is gained by setting up fan- 
tastic plans. There are many indus- 
tries that would gladly accept the 
past rate of growth of the shoe busi- 
ness. But that doesn’t mean for a 
minute we shouldn’t do our darndest 
to better this record.” 

Developing a well organized pub- 
lic relations program is another part 
of the over-all thinking crystallizing 
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in Watson’s mind. During his seven- 
year tenure at the Carpet Institute 
this activity received a great deal of 
attention. A separate public rela- 
tions organization was employed, 
working under his direction and also 
a public relations committee rep- 
resentative of the industry. 

“Public relations,” says Watson, 
“is simply finding out what people 


Peacetime economy ahead means new 
approaches for us... 


like and doing more of it and finding 
out what they don’t like and doing 
less of it. No industry can avoid 
public relations. Public attitudes 
and conceptions exist in every in- 
dustry. 

“Even if an industry does nothin 
individually or collectively to mol 
public opinion, such opinion devel- 
ops out of ordinary business prac- 
tices. It may be good or it may be 
bad, depending on the collective im- 


pact of the individual company’s ac- 
tions and policies on the public. 

“An association can provide in- 
formation to the public on the ac- 
complishments and achievements of 
an industry which aims to modify 
the attitudes and actions of the public 
concerning the industry. This is 
simply putting the industry’s best 
foot forward. My guess is that at the 
present time any measurement of 
public opinion of the industry would 
reveal on an overall basis a generally 
favorable climate.” 


More Public Relations 


There is a good likelihood that 
NSMA will later add to its present 
public relations program. 

Reflecting upon a quarter of a 
century of trade association work, 
Watson sums it up—“Of course our 
basic objective is to serve the indus- 
try in every way possible. All our 
services, activities, our meetings, our 
public relations and promotion work 
are designed to help management. 
A trade association has been de- 
scribed as fundamentally a small 
man’s research department. Through 
our service activities, we provide in- 
formation on almost every phase of 
the shoe business; statistical, labor, 
technical, market research, and on 
various other aspects of good busi- 
ness administration. Wherever we 
help supply better tools for manage- 


ment’s use we help build a sounder 
and more prosperous industry. 

“At the same time, it is our job 
to help define the problems of the 
shoe industry so that these may be 
seen in clear perspective, and sug- 
gest solutions wherever possible. 
Whenever we can encourage manage- 
ment to lift its eyes to new horizons, 
we stimulate thinking about the busi- 


A selling program has to be specific, not 
general . . 


ness. This may in one way or an- 
other influence the future develop- 
ment of the business. If in addition 
to this we can through cooperative 
effort strengthen the individual pro- 
motional efforts of manufacturers to 
build a bigger and better market for 
shoes, we shall, I believe, be pro- 
viding a well-rounded program for 
the future.” 
— END — 
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Wanted and For Sale 





Wanted 


WANTED: 5-6 ounce Horse or Cowhide pieces, 
large size preferred—any quantity—red, green, 
blue. brown, yellow, etc. 
Central Mercantile Co., 
742 W. Taylor St., 
Chicago, Ill. 





Mchy. & Equip. Wanted 


WANT TO BUY machinery and equipment for 
complete upper leather tannery. 


FRANK JEROME, 


4020 Bandini Bivd., 
Los Angeles 23, California 





Seasoning Machine Wanted 


WANTED: Seasoning machine in good condi- 
tion. State make, type, and price. 
Address H-17, 
c/o Leather and Shoes, 
300 W. Adams §&t., 
Chicago 6, Ill. 





SEDGWICK K. JOHNSON 


Leather Chemist and Tanner 
Research and Government Work a Specialty 


E-4 19 Pingry Place, Elizabeth 3, N. J. 
ELizabeth 3-7336 





Blue Splits Wanted 


BLUE SPLITS WANTED: Car or truckload 
quantities. Untrimmed or trimmed. Also Blue 
Shoulder Splits, etc. Steady user. 
Address J-4, 
c/o Leather and Shoes, 
300 W. Adams S&t., 
Chicago 6, Til. 





Help Wanted 





Representative Wanted 


WANTED: Representative for New York and 
the New England States to sell Leather Boot 
& Shoe Laces to jobbers and shoe manufac- 
turers. 

Address H-10, 

c/o Leather and Shoes, 
300 W. Adams &t., 
Chicago 6, Ill. 





Wanted—Side Leather Tanner 


Unusual opportunity for high grade side 
leather tanner for modern tannery of 1,000 side 
capacity. Must be capable of making good 
quality side leather and take complete control 
of entire tannery production. Knowledge of 
cowhide and horse garment helpful but not 
most important. This position offers to the 
right man who can take complete charge, an 
opportunity not only with a very good salary, 
but also substantial bonuses or possible par- 
ticipation. All replies will be treated confiden- 
tial. Please reply to Leather and Shoes, Box 
W-1, 10 High St., Boston 10, Mass. 
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Rates 


Space ia this department for display ad- 
vertisements is $5.00 per inch for each 
insertion except in the ‘‘Situations Wanted’’ 
column, where space costs $2.00 per inch 
for each insertion. 

Undispiayed advertisements cost $2.50 per 
inch for each insertion under ‘‘Help 
Wanted’’ and ‘‘Special Notices’”’ and $1.00 
per inch for each insertion under ‘‘Situa- 
tions Wanted.’’ 

Minimum space accepted: 1 inch. Copy 
must be in our hands not later than 
Monday morning for publication in the 
issue of the following Saturday. 
Advertisements with box numbers are 
strictly confidential and no information 
concerning them will be disclosed by the 
publisher. 


THE RUMPF PUBLISHING CO. 
300 W. Adams St. Chicago 6 

















Situations Wanted 





New England Representation 


Do you need competent representation? Are 
you getting results in New England? If not, 
let me put your line over for you. I can place 
your product in practically any N. E. shoe 
factory. It must be a sound line backed by 
real people and I will add my own highly 
respected name to it. Apply Box V-8, 
c/o Leather and Shoes, 10 High St., Boston 10, 
Mass. 


Tanner 


YOUNG ABLE TANNERY MAN, 10 years ex- 
perience in Europe, South America, graduate 
of Leather Technical School, Freiberg, Ger- 
many, desires position with tannery or tech- 
nical industry U. S. or Canada. Address J-5, 
c/o Leather and Shoes, 300 W. Adams St., 
Chicago 6, Ill. 


Tanner & Superintendent 


20 YEARS EXPERIENCE in tanning and cur- 
rying vegetable, chrome, and chrome retan 
belting, sole leather, glove leather for work 
gloves, lace leather, rigging, textile leather, 
hydraulic, and case-bag and strap leather 
Best of references. Can go anywhere. Address 
J-6, c/o Leather and Shoes, 300 W. Adams St., 
Chicago 6, Il! 


Model Cutter 


CREATIVE MODEL CUTTER of women’s 
high grade Compo and cement type. Good 
20 years’ experience on Models. Trials; and 
responsible positions in other factory depart- 
ments and office. Excellent fit. Age 40; family 
of four will relocate. 

Address H-18, 

c/o Leather and Shoes, 
300 W. Adams 8t., 
Chicago 6, Iil. 


Mr. Tanner 


Does your line need promotion? I have entree 
into practically every shoe concern in N. E. 
Know the trade, personne! and requirements. 
Salary or commission. Address Box V-10, 
c/o Leather and Shoes, 10 High St., Boston 
10, Mass. 
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TANNERY 
PUMP S& 


..» have been meeting the special 
requirements of the Tannery since 
1859. Write for Bulletin TP-629 


TABER PUMP CO. 
300 Elm St. (Est. 1859) Buffalo 3, N. ¥, 
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Quality and 
Uniformity — 
| Theodore Martin's association with the 


management of the Brockton Cut 
Sole Corp. began back in the 1920's. 


He sorts soles and knows well the 

standards of quality which have given © 

this company a reputation for pro- 
i ducing a uniform product. 


4 There is never any deviation from 
these standards. 


Leather is Nature-bred to Breathe. 
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Lester B. Bowen 

... 65, shoe executive, died recently in 
a hospital at Northfield, Vt., follow- 
ing a shock suffered while en route to 
visit his sister at Northfield. A native 
of Waltham, Mass., Bowen had worked 
in the shoe industry for many years 
and was foreman at the Old Colony 
Shoe Co. in Boston for the past few 
years. He leaves his wife, Evaline; a 
son, L. Bennett; a brother, sister and 
grandson. 


Frank W. Morse 


. . . 70, shoe supplies manufacturer, 
died Sept. 3 in St. Louis, Mo., follow- 
ing a long illness. Morse was co- 
founder and vice president and gen- 
eral manager of George R. Cummings 
Co., St. Louis manufacturer of shoe 
cements and dressings. [He had come 
to St. Louis from Boston in 1919 and 
was regarded as one of the pioneer pro- 
ducers of shoe materials. Surviving 
are his wife, Loretta; and two daugh- 
ters. 


Abraham G. Stromberg 


. 83, retired shoe manufacturer, died 
recently at State Hospital in Scranton, 
Pa. A native of Baltimore, Md., 
Stromberg came to Scranton in 1913 
to establish the shoe manufacturing 
firm of Bielefeld & Stromberg. He 
later became a shoe buyer with the 
Scranton Dry Goods Co. and retired 
in 1945 after 24 years in that capacity. 


Frank Roth 


., retired shoe wholesaler, died re- 
cently in Miami, Fla., after a brief 
illness. A veteran shoe jobber, Roth 
owned his own business in Scranton, 
Pa., for many years. He retired five 
years ago and moved to Florida. 


Louis Sachar 


. 66, shoe manufacturer, died Sept. 
‘; at his home in Brooklyn, N. Y. after 
a short illness. One of the better 
known manufacturers of women’s 
high grade shoes, he was vice president 
of M. Wolf’s Sons, Inc. in Brooklyn. 
He was also serving as president of the 
well-known Guild of Better Shoe 
Manufacturers, which until recently 
numbered the majority of better grade 
women’s shoe manufacturers in New 
York and Brooklyn as members. Sur- 
viving are Sachar’s wife, Lena; *two 
sons, Robert and Richard; and a 
daughter, Mrs. Joyce Michaels. 
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BALANCED PERFORMANCE 





...and with NOPCOLENES that means 


surface lubrication with controlled penetration 


ry haling in the olden days of sailing schooners, 
\\ small open rowboats, and hand harpoons 
was a hazardous affair. Men risked death to fill 
their ships with oil. Perfectly coordinated tim- 
ing and dual action on the part of boat crew 
and the harpooneer were needed for a “kill.” 


Today, in tanning, as in whaling, dual action 
and balanced performance are vital. Nopcolenes* 
provide excellent surface lubrication plus con- 
trolled penetration—a balanced performance that 
not only results in tight grain, good tensile 
strength and stitch tear, but permits the tanner 
to achieve whatever degree of temper, softness, 


hand, break, and stretch desired. 


You'll find these specifically developed Nop- 
colene fatliquors are readily soluble. Also, many 
of them are moisture-free, others contain not 
more than 6-7 moisture. This means consider- 
able savings to you in freight, handling, and 
storage. 

If you are not already using Nopcolenes, give 
them a trial. Send today for full details. 

FREE! Thia hook gives up-to-the- 
minute dat+ about Nopco's Nopco- 


lene* fatliquors and formulas for 
various leathers, Write for a copy. 


*T.M. Reg. U.S. Pat. Of 


NOPCO 


Chemical Company, Harrison, N. J. 
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Branches: Boston - Chicago - Cedartown, Ga. - Richmond, Calif. 





JENKINS METL&KOR’ 


BRUSHES 
prove they can take it* 


BAKER-LAYTON LEATHER 
FINISHING MACHINE 


%& Mr. H. W. Pierson, Secretary, Baker-Layton 
Machine Co., Wilmington, Delaware, says: 
“We have used Jenkins’ brushes in our finishing 
machine for many years and have found 
them to be most satisfactory. 


“The finish brushes for applying finish and the 
wash brush for washing the bolster have both 
proved they ‘can take it’. The bristles 

stay in until worn out. 


“The construction of these brushes is such that 
there are no voids or pockets in the cores 


to hold color and cause trouble on the next lot.’ 


. + el A JENKINS’ METLKOR FEED OR 
In the leather industry, Jenkins’ METLKOR Brushes FINISH BRUSH — STANDARD 


have proven their worth far and above any EQUIPMENT ON BAKER-LAYTON 
other type in terms of quality, service and LEATHER FINISHING MACHINE 
dependability, and have become the first choice 

of tanners and builders of quality machinery. 


Jenkins’ METLKOR Brushes do not shed, sag, split 
or get out of alignment. They are made to 
fit all standard and special tannery machinery. 


Write today for the new catalog No. 20 of 
Jenkins’ METLKOR Brushes for tanners. 


JENKINS’ METLKOR BRUSHES 
FOR TANNERS 


LIGHT DUSTING-OFF - BRISTLE DUSTING- 
OFF - NYLON DUSTING-OFF - FIBRE B JENKINS’ METLKOR BOLSTER 
DUSTING-OFF + OILING OFF - SEASON- WASHER BRUSH ~ Shean 

EQUIPMENT ON BAKER-LAYTON 
ING - BOLSTER WASHING - FEED - STRIP- LEATHER FINISHING MACHINE 
PING » CONVEYOR BRUSH - PLATE 
WASHER + SHAVING MACHINE BRUSH 
» RUBBER-COVERED ROLLS - LIFEWOOD 
PENETRATING. 


M.W. JENKINS SONS, INC 
LIFEWOOD®—chemically treated ° ° 7 ° 


for a toxic effect on fungi; to seal Three-Quarters’ Century of Pioneering Brushes for Industry 
wood pores; repel water; resist Cedar Grove, Essex County, New Jersey 
warping, cracking, shedding. 
LIFEWOOD -—for wood core 
brushes. 


TELEPHONE Verona 8-5327 





